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VEN CHIPS 
MAKE EVEN SALES 


‘hese are the sort of chips that come from the new 
Greenfield Twist Drills. And the distribution of test 


drills to responsible concerns has started an even flow 








of sales. . 


There’s no depression in our twist drill department. 
It is working nights. And there’s no depression in the 
twist drill sales of distributors who have switched to 


Greenfield Twist Drills. 








REENFIELD, MASS., U.S. A. 


New York: 15 Warren St. Chicago: 611 W. Washington Blvd. 
Detroit: 228 Congress St., West 


Canadian Plant: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ontario 
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A Most 


Complete Line 
| of Boring Tools 
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_J AVE you ever noticed the great variety of boring 
I tools: that Greenlee manufactures—and have 
you ever compared the quality of this line with other 
tools of the same type? 


If you have, this is what you found. A complete 
line of tools that handles practically every wood bor- 
ing job——built on a principle that makes quality the 
keynote of every operation. ; 
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Just what does this mean to the hardware man? 
Simply this: It gives him tools to sell that will do all 
kinds of work from the boring of a small hole for an 
electric wire to the large timber boring operations of 
thé shipyard. It also gives him the secure feeling of 
selling a real high-quality line—one that incorporates 
a little higher grade of steel, a more careful work- 
manship on every operation and a final searching 
inspection of every tool before it leaves the shop. 
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With the expenditure of a single postage stamp 
you can easily find out why Greenlee Tools are being 
sold in more hardware stores every day. Jot down a 
line on your letterhead asking for information NOW! 
You might forget if you put it off. 


ee yy cee %l 








Extension Ship Auger Double Ship Auger Unispur Single 
Lip with Screw Spur Without Screw Twist 


San Francisco: Sheldon Bldg. 


Distri Sal: Offices: ey Mi 4 | 
New dans ae Sethi . ¢ R E E wa B E E To OL Orey Los Angeles: 1302 Washington Bldg. 


Boston: 34-38 Binford St. Seattle: L. C. Smith Bldg. 
Montreal: 129 St. Peter St. 


Philadelphia: 2401 Chestnut St. e Ps ~ 
Nashville: 504 Cotton States Bldg. Ro Cc kfo rd ° [1] Inols., U ° he) e A ° Vancouver: 2808 39th Ave. West 
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To Help 
You Sell 


Pexto has always 
maintained an  ade- 
quate policy of helping 
the hardware man sell 
Pexto tools. Every line— 
from hammers on down 
through all the tools—is 
backed up by a smart array 
of booklets, folders, display 
cards, display stands—silent 
salesmen for each product. 








And all this material is 
“store tested” to prove its 
efficiency in moving goods. 
It is proven promotion be- 
fore it is sent to you. 


Many display stands are 
furnished to which the ac- 
tual merchandise is fastened 
so that the customer may 
handle it—may “heft” the 
tool and judge of its bal- 
ance. This is the kind of 
display that moves tools off 
shelves. 





















THE NAME 
PEXTO—AND 


WHAT IT MEANS 


For over 110 years, the name Pexto has stood for honest 
tools. 

Careful workmanship, coupled with materials selected not 
on price but on the basis of the wear they will give—have 
combined to build up an enviable reputation in the in- 
dustry. ; 

Pexto tools are distinctly not “cheap” tools—neither are 
they expensive. They are designed to meet a special mar- 
ket that demands merchandise of honest quality at prices it 
can afford to pay—and of all the markets this is the great- 
est and most profitable to cultivate. 

Behind Pexto tools is a nation-wide service organization 
of fine wholesalers. They carry Pexto in stock always and 
can give immediate shipment. 

Send for catalogue No. 26-T covering complete line of 
mechanics hand tools, if you haven’t a copy already. 








Chisels 





THE PECK, STOW & WILCOX CO. 


Hammers 


nae Se vl 
cr rivers ender and Body 
Braces USS.A. Dent Removing 
Pruning Shears Tools 


IT PAYS TO CONCENTRATE—ON PEXTO 


Wrenches 
Snips 


Southington, Conn. 
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, A Large Retail Store Sold 
Bosley’s Bomeco All Bronze Weather 
Strip at a Lower Selling Cost Than Any 
Other Item in the Store. | 


Your Jobber will supply you with our 


counter stand — the silent salesman 


Listen to the Tuesday Radio Programs O S LE } 
over W-G-N, Chicago. Consumers are 


constantly being told about We ather Strip 


“B O be) L E Y’s TRADE MARK REGISTERED 
Weather Strip The Standard for Over 60 Years 


at Your Dealer’s”’ Chicago, Illinois 


YOUR GRANDFATHER BOUGHT WEATHER STRIP FROM BOSLEY’S 
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Best Sellers 


Own a 
U ny Bs pipetting 













THE 
UNIT 
CONTAINS 


Plumb Autograf Hammer AN 11% 
Advertised Finish Hammers HF 81 
Plumb Leader Brand Hammer L 11% 
Philadelphia Tool Co. Hammers 145 
Plumb Autograf Hatchet AH 1 
Plumb Broad Hatchet 2992 

Plumb Expert Shingler’s Hatchet 565 
Plumb Half Hatchet 2962 


Ten Best Selling Tools 


Selliimg Price . .. . . . $16.60 
Bealer Cost. «+ + - te le CRO 


tt et et et A ee 


Dealer Margin. . . . . . $5.60 
Display Material . . . . . FREE 
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our 
ardware Merchant saves 
p™ ae. Labor and Money 





FOR EVERY NEED-FOR EVERY PURSE 




















~~ Own a Hig." 7 
sharp - fast-cutting \ 
aus PLUMB Hatchet 





PLUMB's 


BROAD MATOMET 


PLUMB'S 
AUHOGR AD 


PLUMB'S | 


HAE ber 











All the above Window and Counter Display Material 


DISPLAY CARDS FOR THE 
PLUMB TOOL TRAYS 


Colorful cards, describing each 
tool and its uses; showing each 
tool in action, and pricing it. 
These cards make the Plumb Tool 
Trays ideal Silent Salesmen. 
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3TH every purchase he gives 
W you added value, extra ser- 
vice, expert advice in the selec- 
tion of labor-saving toola,valuable 
information on how to proceed 
with the job you have in hand. 


knows real value and 
Ha gives you the benefit of his 
experience in every purchase. 
He is the expert buyer for your 
community, a specialist in bard- 
ware and tools and their uses. 


has in stock a great vari- 
H., of sizes, patterns, fin- 
ishes and grades purchased to 
suit local meeds. He has tech- 
nical information on these 
thousands of items to guide you 
to the most satisfactory choice. 


is rendering you the best 

I rvice within his power, 
when he recommends that you 
hase quality tools at 4 fair 
price... tools that will give 
you a lifetime of faithful service. 


business is built up on 
reonal service to you. His 
time, his knowledge and his 
resources, are yours to com- 
mand, at no extra cost, on the 
smallest purchase that you make. 


You eet added value when 


you buy from your hard 


ware merchant—a value 


that you can obtain only 


from a home-owned store 


‘Thi appreciation of the high character of service rem 
dered to your commenity by your Hardware Merchest 
ls contributed by: 


FAYETTE R&R. 


PLUMB, Inc. 


Makers of PRWREBTOOLS 


~~ ee Set 
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This, by itself, is worth to you the price of the unit. 
The story of your service told to your customers by 
A beautiful, permanent metal plaque. 


Plumb. 


THE STORY OF SERVICE FOR THE 
INDEPENDENT MERCHANT 


L 
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in Tool Lines in a compact Sales Unit 


the profits, the “bread-and-butter” items in the hammer 


B= SELLERS! The items that move fastest, that bring in 


and hatchet lines—those are the tools which Plumb brings 
you in this new “Best Sellers” Unit. Best Sellers! Developed by 
extensive research on the part of the National Retail Hardware 


Association .. . 


confirmed by a complete study of Plumb sales. 


Best Sellers! In price ranges that give you a tool to fit every need 
and every purse, that enable you to increase your volume on a 


profitable basis. 


cet PLUMB Quality 
IN YOUR HAMMER 


Theres a 


PLUMB 


(OW ML LL 
and every purse 





PLUMB'S LEADER BRAND 
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A ragged tool for eceasional 
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FOR YOUR WINDOW 


This colorful streamer, lithographed in 
four colors, featuring one hammer in 
each of four price ranges. 


FREE with 





PLUMB 


In One Complete Unit 


Here are the four best selling Nail Ham- 
mers, six of them in four price ranges, 
and the four best selling hatchets, one of 
each. Ten tools in all. 

The Unit is a salesman in itself. You lift 
off the lid and find two tool trays, one 
containing hammers, the other the hatch- 
ets . . . each with its colorful back- 
ground, and its individual display card, 
describing and pricing the tools. 
Nothing to set up. You merely set the 
trays upon your counter or display table, 
insert the display cards, and the Silent 
Salesmen begin their work. 


A Window Trim, Too 


In addition, the unit contains two win- 
dow streamers, lithographed in four col- 
ors, featuring these Best Selling Tools. 


And a Story of Service for the 
Independent Merchant! 


Display prominently, where customers 
can read it, this message from a nation- 
ally known manufacturer which tells your 
customers in concise terms the advan- 
tages of dealing with a home-owned store. 


KEEN-~—SHARP— 
FAST-CUTTING 


PLU ysl 


PUAN CTA EatgS 
| Job 7 





’ 
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4 PLUMB'S AUTOGRAF | 
A lightweight beichet for the 5 | 
expert mechesic. Balanced to 

FP <ork with your hand and arm. 











EXPERT SHINGLER'S 95 
For roofers, shinglers, tethers. 
Oval checkered bead drives 


ail at any angle. Positive, od- 
justable gauge. Safety srist strep. 











PLUMB’S HALF HATCHET 
The standard hatchet for gee: $160 
we, Toughened 
ie 


edge. Perfect belence. 


A Dunlity fi fq lool 


(s cheapest tn the cad 


PLUMB 





FOR YOUR WINDOW 


The companion piece of the hammer 
streamer, featuring the best selling hatch- 
ets. Use it on the opposite side of window. 


These advantages have been compiled from the nation-wide con- 
test, the Plumb-Hardware Retailer Award, in which $1,000.00 in 
prizes was awarded for the best reasons proving why it pays to 
buy from an Independent Merchant. Plumb has reproduced these 
facts in a permanent, attractive metal plaque for every dealer. 


The Plaque, the Window Display, the Counter Cards and the 


Trays come to you absolutely free. You pay only the regular 
price for the ten Best Selling Tools. Order, today.from your jobber. 


FAYETTE R. PLUMB, INC., Philadelphia, U. S. A. 


“Best 


Sellers” 


Unit No. 8 
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Practical, Proven 


MERCHANDISERS 


THE five Crescent display units illustrated below have proved 
their ability as practical merchandisers. Thousands of hardware 
dealers have boosted their tool sales by using these attractive dis- 
play assortments for wall, counter, show case’and window display. 


These display boards are furnished without charge in every case; 


the regular dealer price of the tool assortment only being figured. 


Ask your jobber about these profit building display assortments 


today. 
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CRESCENT WRENCH 
ASSORTMENT 


No. DB49 


A colorful 84x 11" wallboard 
— equipped with easel 
. Contains three each of 
as six and eight inch sizes of 
Crescent single end wrenches. 
Three more of each size are 
packed with the display in in- 
dividual cartons. 





MOTOR KIT PLIER 
ASSORTMENT 


No. DB8 


An eye catching display 8+ x 11" attrac- 
tively processed on heavy wallboard; 
equipped with easel back. Contains three 
each of the five and sixinch sizes of motor 
kit amy Three more of each size packed 
wit 


the assortment in individual cartons. 





CRESCENT TOOL CO. 
JAMESTOWN, N. Y. 


DISPLAY CASE No. WC3 


Contains 57 items including the newer Crescent 
and Smith & Hemenway pliers not previously avail- 
able in the WC1 display. Case is of  parens oak 
veneer equipped with glass door and lock. Tools 


are easily removed for demonstration and sale. Each 
tool tagged with number, size and retail price. An 
attractive store fixture as well as a proven mer- 
chandiser. 


(CRESCENT, 


SCREW DRIVER 


INCREASED TURNING POWER 





CRESCENT SCREWDRIVER 
DISPLAY No. DB4 


This 8+x 11" panel has an easel back, and 
one each of the three sizes of screwdrivers 
described above, is mounted upon it. Two 
more of each size is packed with the dis- 
play. A_ practical merchandiser which 
clearly illustrates the hinged handle con- 
struction of this screwdriver. 
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WRENCH DISPLAY 


NO. DB5 


A highly finished quartered oak 
panel framed with neat oak molding. 
Tools are mounted upon hooks so 
that they may be sold directly from 
the board. The assortment of 
perce rm consists of 50 of the most 
poe sizes ranging from 4to 18", 
including both single and double 
end patterns. Board measures 
25x25" 
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PRODUCTS 
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CHICAGO NUT MANUFACTURING C 














For the convenience of all who use Screw Products 


BETTER rounded line .. . larger 
and more complete stock always 
on hand ... branch warehouses 
conveniently located throughout 
the country’s center of industrial activity — 
these and other conveniences are today 


afforded all who use screw products. 


There is certain advantage in dealing with the 
one manufacturer who regularly maintains 
the largest and most complete stocks. 


Think of it: over 7000 sizes and styles. . . al- 
most unlimited quantities . .. always subject to 
immediate shipment. Send us your inquiries. 












The UNITED Line of Products: 


SCREWS 


Machine Cap 
Binding Set 
Knurled Special 


BOLTS 
Special 
Toggle 
Expansion 


WASHERS 


Regular Special 
Hardened and Ground 


All UNITED Products are available 


in brass, steel or other metals. 


NUTS 

Machine Screw Knurled 
AcornorCap Conduit 
Castellated Wing 


Semi-finished Special 
MISCELLANEOUS 
Taper Pins Studs 


Threaded Wire Shapes 
Light Metal Stampings 
Plumbers’ Bolts, Screws, 
Nuts and Threaded Rods 











UNITED SCREW AND BOLT CORPORATION 


Complete stocks conveniently located in 


CHICAGO CLEVELAND NEW YORK 














HARDWARE AGE for OcTOBER 9, 1930 





De Ss ee 


Sake 


THE MAIL “gpa 








HARDWARE AGE for OCTOBER Q, 1930 








J 
ANY) 


eer apenennne 


ZITF TINS 


AV AN 4, 
VAy 





CNiNZ 











e. 





LA. 


YYYYY 
Li tii rrr 


a 








WANT TO 
MAKE MONEY 
SELLING TIRES? 


HERE’S WHY 
PHARIS ACCOUNTS ARE 
DOING WELL TODAY 


GRADE FOR GRADE...There are 
no better tires made today than 


PHARIS Tires. 
PRICE FOR PRICE...There are 


no greater tire values on the mar- 


ket today than PHARIS Tires. 


OPPORTUNITY FOR OPPOR- 
TUNITY...PHARIS Merchants 
have a decided edge on competi- 
tion. The PHARIS time-tested dis- 
tribution policy places them in 
position to offer top quality, guar- 


anteed and CERTIFIED FIRST 


LINE Tires at immensely attractive 
prices to the public and at a greater 
margin of profit to themselves. 


Need more be said to alert 
merchandisers these days? 





The ‘ 
LONGDRIVE TRE \ 
ts Guaranteed To Be A 


“Standard Quality” Tire 


Our 
“STANDARD QUALITY" } 
A Tire is comparable with the ff 

Man ; 


GO AHEAD!,..Challenge us to prove these statements. 
We'll welcome the opportunity to discuss a REAL Tire 
Merchandising Proposition with you. Write or wire us 
collect. You'll get the kind of action you’re looking for. 
THE PHARIS TIRE & RUBBER CO., Newark, O., U.S.A. 


PHARIS 


TIRES 





and MOLDED TUBES 
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BLUE ANNEALED—BLACK 
GALVANIZED 
AND SPECIAL SHEETS 












Specify AMERICAN Products 
—correctly manufactured in every 
detail, mechanically and metal- 
lurgically. This Company is the 
leading manufacturer of high grade 
Black and Galvanized Sheets, and 
Tin and Terne Plates for all known 
uses; also genuine KeysTone Rust- 
resisting Copper Steel Products. 
Sold by leading metal merchants. 



















American Sheet and Tin Plate Company | = 


GENERAL Offices: Frick Building, PITTSBURGH, PA 


ervice 


ae SHIPR’LDS. é Day Doce Co, oe 
ILLpNoIs STEEL ComPANY % 
& ec Turse Company. 
; Export Distributors ~ Valted States Steel H Products, 
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RUST 
RESISTING 











A Splendid Wire Cloth For DOORS 


WICKWIRE PREMIER Steel Screen Cloth is a special, 
extra heavy Wire Cloth which we highly recommend for 
DOORS. It is made of 13 mesh, 32 gauge wire about 50% 


heavier than our standard grades. It is very durable. The 


Wire Is Drawn From Open Hearth Copper Bearing Steel 


which is far more rust-resisting than ordinary 
steel wire. All wire used in this and in ALL 
brands of our Steel Screen Cloth, is drawn 
by us one-quarter gauge OVERSIZE. Made 


extra strong to last extra long. 


We control every operation in the manufac- 
ture of our Wire Screen Cloth—from raw 


material to finished product. 


The finish is a heavy metallic coat of high- 
grade spelter or zinc, applied by our special 


Our Other Products Include 
Cortland Black Enameled 
White Metal Finish 
Cortland Gray-Wick 
Wickwire Bronze 
Wickwire Copper 
Screen Cloth 
Poultry Netting and Staples 





improved method which distributes the metal 
EVENLY over the surface of the wire and 
gives the screen cloth a fine appearance. 


Woven with a Blue String in both Selvage 
Edges and wrapped in heavy Blue Paper, it 
is easily distinguished from other grades. All 
widths in even inches from 18 to 48 inches, in- 
clusive, double selvage. Extra wide widths, 
54, 60, 66, and 72 inches. 


Your Jobber Will Supply You 


ut 
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OU ean look at this 
angle and see the 
fine points of its 


Superiority 


ESTABLISHED 
1886 


Easteru Representatives 
LIVINGSTON-COOPER CORP. 
109 Lafayette Street 
New York 
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Superb Tool at any 

















480 


FORGED 
TOOLS 
IN THIS 
LINE 


42 Different 

styles, sizes, 

weights and 
finishes of Nail 


Hammers. 


Champion DeArment Tool Co. 


Formerly Champion Tool Company 


| Meadville, Penna. 
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AUTOMATIC 
Fire Door 
Equipment 


Automatic closing . . . that’s the certain protection 
afforded by R-W equipment. The doors close them- 
selves at any temperature desired; they cannot fail! 
When closed, FyeR-Wall doors stop the passage of fire. 
Constructed with heavy eorrugated galvanized sheets 
with thick sheet-asbestos between, yet they cost no 
more than tin-clad doors. No maintenance cost; and 
guaranteed for 25 years! 


The label of the Underwriters Laboratories on this 
R-W equipment entitles you to 15% to 25% lower 
insurance rates. R-W Fire Door Equipment meets every 
conceivable condition; provides certain protection; 
brings tangible and important economies. 


“Quality leaves 
its imprint’ 


Consult an R-W engineer; write for catalog. 


Richards-Wilcox Mfg. C. 


“A WANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 


Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati 
Indianapolis St.Louis New Orleans Des Moines Minneapolis Kansas City 
Los Angeles San Francisco Omaha Seattle Detroit Atlanta Pittsburgh 
Milwaukee Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 









Note rigid construction 
of Fye-R-Wall doors 
with heavy steel frame. 
They cost no more than 
tin-clad doors. 1880/1930 





International 
Fire Prevention 
Week 
October 5 to 11 
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Quality—Through 
Care at Every Step 
of Manufacture 


Tubular and Clinch Rivets are 
very carefully safeguarded at 
every step of manufacture. 
Every detail that nearly 60 
years of manufacture has de- 
veloped and perfected is care- 
fully carried out. Why be sat- 
isfied to sell low-priced inferior 
rivets? Here is Quality proved 
and .assured | 


Oipproved / 


——— by the keenest 
buying brains in the country 


‘The largest 
factory in the 
world devoted 
to the manu~ 
facture of 

Tubular ani 

Chinch Rivets 
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Abrasive Products 


CARBORUNDUM offers 


REG. U.S, PAT, OFF. 


THESE NEW—REFRESHINGLY ATTRACTIVE 
LITHO WINDOW DISPLAYS 


ONE in full glowing colors — illustrating best selling Carborundum Brand 
Products—these displays should find a welcome in your windows— or 





on your walls. 


They surely are striking — lithographed in eight vivid colors— held by 


patented easel —simple to set up. 
Send for a set today — we are certain they will increase*your sales of 


CARBORUNDUM | | 


S. PAT. OFF 
* 
7 


* 
BRAND - 
* 
* 
S 
* 
* 
ABRASIVE PRODUCTS e 
* 
* 
The 
” Carborundum 
Ps Company 
oo Niagara Falls, N.Y. 
* 
* 
: CARBORUNDUM > “ 
THE COMI ANY * Please send me set 
EG. U. S. PAT. OFF. - 
o of your new window 
T ‘ . y T y ° lisplays. 
NIAGARA FALLS, N. Y. Pa —s 
* 
* 
* 
, r Tr” Se el Tr . ~ ry * 
CANADIAN CARBORUNDUM CO., LTD., NIAGARA FALLS, ONT. so” Name 
- 
* 
SALES OFFICES AND WAREHOUSES IN New York; Chicago, Boston, Philadelphia, Cleveland, Ro 
Detroit, Cincinnati, Pittsburgh, Milwaukee, Grand Rapids, Toronto, Ont. Fou Street 
The Carborundum Co., Ltd., Manchester, England ~ 
° Deutsche Carborundum Werke, Reisholz bei Dusseldorf, Germany a : 
Pa City State 
(carsorunoum 1S THE REGISTERED TRADE MARK OF THE CARBORUNOUM company) HA 
* 
* 
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You’ve heard of Smith’s 


heard of many 





Myers Shallow 
Well Self-Oiling 
Bulldozer Power Pump. V-Belt, Flat Belt or Silent 
Chain Drive for Open or Pressure Tank Service. 


iy 
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The Myers Engine Driven Shallow Well Self-Oiing 
Power Pump. V-Belt or Silent Chain Drive. 
Open or Pressure Tank Service. 
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them smaller, 


every dairy, 














who is actively en- 


























gaged in serving his com- 
munity with quality mer- 


chandise. Why not recognize 
and take’ advantage of its 
money making possibilities 
with the Myers line? Re- 
member, water is a daily ne- 
cessity. Every home, every 
farm, every activity, be it 
large or small, _ revolves 
around water. There is no 
limitation-to your sales ef- 
forts for Myers Self-Oiling 
Power Pumps and Water 
Systems are built in styles 
and sizes for any installation 
up to ten thousand gallons of 
water per hour. There are 
no off seasons. Every month 
of the year is a sales month 
for the Myers. Write or wire 
us for a copy of our new cat- 
alog and complete informa- 
tion. One of our representa- 
tives will see you if you so 
request. 


THE F. E. MYERS 
& BRO. CO. 
ASHLAND, OHIO 


Dairy, of course—you’ve 
other 
dairies like it, some of 
some 
them larger, but have you 
ever stopped and _ consid- 
ered the possibilities that 
every pro- 
gressive farm, every pros- 
perous home, beyond the 
range of city water mains, 
offers you in the way of 


of 


profitable water system 
installations? 
Here is the field that 


can be reached in its en- 
tirety with Myers Self- 
Oiling Power Pumps and 
Water Systems—a profit- 
able field for any dealer 
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The Myers Engine Driven Self- 
Oiling Deep Well Power Pump. 
V-Belt or Silent Chain Drive, 
Complete with Gas Engine. 











The Myers Self-Oiling Deep Well 
Power Pump. V-Belt, or Silent 
Chain Drive. For Open or Pressure 
Tank’ Service. 
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Think what a stir it will make among the women in 
your town, when they see the two-page, four-color 
announcement of this daringly new range in the 
October 11 Saturday Evening Post. Think also how it 
will stir up your sales organization—stir up your sales. 

Not just a range with a few new “knick-knacks!”’ 
But a range radically different in operating character. 
Radically different in appearance. The new Model 
“K” Estate Gas Range. 

One lever movement turns on the oven gas, lights 
it, sets the heat regulator. A safety pilot is standard 
equipment. Turning a gas cock lights the cooking-top 
burners. Turning the broiler door handle raises or 





On October 11 we tell your customers 
all about the new Model *“‘K!’’ 

Will you be ready to show it to them? 
--- Lhis entirely new 


and different gas range! 


lowers the broiler pan. Even the legs are adjustable. 
Then there is the work-table top of stainless, rust- 
less Estalloy metal. The heavily insulated Estate 
Fresh-Air Oven. Two roomy drawers, just underneath 
the cooking top—one completely equipped with 
kitchen cutlery, spice canisters, knife sharpener; all 
designed to give finger-tip control in cookery. This 
new Estate is, in reality, a gas range, cupboard and 
kitchen table combined. 
Hurry—you'll want to be ready, 





with the new 


Model ‘‘K”’ on display. Wire or write for full details. 
The Estate Stove Company, Hamilton, Ohio. House 
founded in 1845. 








In cool jade green or rich ivory, with contrasting handles. 
Full vitreous enamel finish. Silvery Estalloy metal top. 


The 





Model “KK” 





INGING the business blues won't do it. 

Holding a post-mortem won't do it! But 
here’s how you can help put 1930 back on 
its feet... 

Stop worrying about those dust-collecting 
staples. Stop waiting for timid spenders to 
come in. Get out from behind the counter. Out 
of the store—into the homes. With the Estate 
Heatrola. 

Push Heatrola. Talk Heatrola. Live Heatrola. 
You'll make more money on one Heatrola than 
you will on a truck-load of staples. 

For Estate Heatrola nets you six times the 
average staple profit. Turns six... seven... 
eight times a year instead of only two. That's 
why Heatrola is “bread and butter” (and then 
some) for hundreds of merchants. In good 
times. In poor times. 

People need heat in the Winter. This Winter. 
And you know that Heatrola is the most 
widely-known, most favorably-known home 
heater. (One reason for thal—big advertising 
in the magazines, over the radio. ) 

Right now the biggest selling Heatrola 
months are ahead of you. October. November. 
December. So move fast. We'll work with you. 
If you are an independent merchant in an open 
territory, write or wire. We'll get the facts to 
you in a hurry. 





ONE reason Heatrola 
outsells them all 


Only the genuine Estate Heatrola can 
have the Intensi-Fire Air Duct —exclusive 
device which traps heat .. . and puts it to 
work, making extra warmth, saving extra 
fuel. 


THE ESTATE STOVE COMPANY, Hamilton, Ohio 


House Founded in 1845 
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Jobbers Di 
Business 


YX YEDNESDAY morning 5 
W tional Hard me, 
held an executive sess 


the study and discussion of infty 
problems effecting the wholesz 
bution of hardware and 
There were r. 0) — 
committees on pie ets expenses, 
discounts, business control and kindré 
subjects. 
In his opening comments as presj 
officer, President W. H. Donte 
“T do not believe there has eg be 
a time when the value ai egsity of 
a properly conducted trade agsociation 
has had as much general recognition as | ¥ 
it has today. We are more and more 
learning that collective effort along law- 
ful lines is more effective than imdivi- 
dual effort, no matter how earnest the 
individual may be. During its 34 yea 
of existence the National Hardware 
sociation has solved many péMpiexing #& 
problems, and it has beeri instfuments f 
in effecting a change i in many vexatious 
eawsanditions. It is, of course, imps 
lish all that we #~ 








When the hardware jobbers of the country 
converge on Atlantic City, October 20, for 
their annual discussion of problems of hard- 
ware wholesaling—and there is no dearth 
of problems for dissection this year—the 
attention of the whole trade will be upon 
them. 


Introspection is the watch word—the theme, 
“How Can We Be Better Wholesalers?” 
Every retailer as well as every jobber is 
interested. Whether they can attend these 
meetings or not they are looking forward to 
seeing the report of the discussions. 


The first and most complete report, illustrated 


Final advertising forms close 
October 20. 
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d a careful investiga- 
piis, and the elimination. 
pennecessary help; that 

acting head of a com- 
ft assume the duties of a sales 
br credit man and thereby dis- 
‘ 1. the Services of those em- 
; eeby Eeerieesing the cost of 


a discount situatioy 
| ion shat had 

























oe 3S original | the 
ah dies NEWS 
breaks first 


in HARDWARE AGE 


and embellished with the personalities of the 
world of hardware will be found as always in 
the Jobbers’ Convention Report Number of 
HARDWARE AGE, this year to be published 
October 30 — The News Breaks first in 
HARDWARE AGE. 


The background of the hoped-for success of 
both wholesaler and retailer is merchandise- 
the right goods, bought right and displayed 
and sold right. Associate your products with 
this general awakening of trade interest. 


Present your sales message in a well-prepared 
display advertisement in the same issue of 


HARDWARE AGE. 


Regular space rates apply. 
HARDWARE AGE Red, $50.00 additional 


Your early space reservation 
is cordially invited. 
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YES, 


Mr. Hardware Dealer... 


your buying DOES become 
easier if you are located in 
“Worthington Territory” 


YouR JOBBERS’ CATALOGS are most important 
buying aids. How much you use any one de- 
pends on how complete it is, how up to date, how 
easy to handle. 


Very soon now you'll receive a copy of our 
new General Catalog. How will it stack up with 
the other catalogs on your shelves? What is there 
about it that will make you say, “Well, that is 
‘a Catalog. Worthington-has certainly rung the 
bell this time!” 

First you'll notice the husky loose-leaf cover 
(you'll find out later how easy it is to open it up 
and put in those new pages we'll send you reg- 
ularly. Just a minute’s time once a month and 
your book’s right up to date again). Then you'll 
notice how full the descriptions are, how the 
usually complicated builders’ hardware section 
has been simplified, how attractive the colored 
pages are—how complete it is. 

What are you thinking as- you turn the last 
page? Perhaps you’re thinking that this one book 
catalogs a mighty full and varied line of mer- 
chandise —that a dealer could find in this one 
book every item needed for the successful oper- 
ation of a modern Hardware Store—that the 
jobber issuing such a catalog should make a 
most dependable source of supply. 


: Whether these are your thoughts or not, let us say 
that we stand ready to give you the co-operation 


= and service which only a competent jobber can. 


Price Service? Yes, of course! 


THE GEO. WORTHINGTON CO. 
1829 CLEVELAND 1930 
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Special Notice: A limited 
selection of new Warren 
“Standard” Fixtures is avail- 
able at special close-out 
prices representing a 40% 
to 60% saving. Send for 
Catalog No. 22 at once, as 
all quotations are subject to 






prior sale. 


King Less— 
\ \ana Selling Mor e/ 


Warren Fixtures Are Salesmen of 
Few Words, Closing Sales Without Waste of Time 


Selling is one thing, conversation not be denied, but the fact remains 
another. In the store where modern — that many sales can be made by dis- 
display methods (as built into War- play alone. These demand only a 
ren Fixtures) are at work for the few seconds of a clerk’s time. Other 






























Connect Up with This Book merchant, quick sales are the rule. sales are partly made where War- 
A Dynamo of Sales Power The customer is subject to sales in- ren Kixtures attract attention to 
Check and Mail the Coupon Below fluence and suggestion the moment other merchandise the customer did 
he steps in the door. This is what mot expect to buy, and then the 
Warren Store Engineers plan for— salesman finishes the transaction 
exactly what Warren Fixtures are quickly. Let us demonstrate the 

designed to do. power of Warrenized Display. 


Sales talk serves its purpose, and 
the power of personal contact can- 


W ARREN J. D. gpa a CO. 
mL TONAL DISPLAY PFrA TURES 


Use the coupon below. 








Ee 

aa J. D. WARREN MFG. CO., 

ge 208 W. Washington St., Chicago, IIl. 

We want to know more about Warren Fixtures and Scien- NAMC - eee ee eee eee eee tenet eee eee 


tific Store Arrangement. Please send us: 

(0 The New No. 31 Warren Fixture Catalog. 

{] The Warren Display Table Folder. 

[] The No. 330 Information Sheet for Suggestive Store Ar- 


RE PIN 6. ay: a's a dag aes ae Bip, alee dlw.dolere dee 











rangement. City St: 
(J The No. 22 Catalog of Warren Standard ‘‘Close Out’’ Fix- Peed dee a ne a eg Rea R RAD Solvents 
tures. HA 10-9-30 
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WE THOUGHT MR. PUNCH 
WOULD CLIMB THE LADDER .. 


but He’s Hitched 
to a ROCKET 


VA Je thought there would be a lot of interest aroused by the new 

Household tool,—we knew it would “catch on,’’—but we didn’t 
expect the flood of orders that have been received in less than a month. 
It just goes to prove the old maxim: that if you have a product that fills a 


eRe RAT 


eat 
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genuine need, correctly made and correctly priced, there is always a mar- 
ket for it. 





The No. 188 Automatic Drill was no experiment. The opinions of 
hardware men throughout the country, the decisions of our own experts 
all agreed that here was a product of remarkable saleability. 


The success of No.188 may be partly 
attributed to the time at which it was 
introduced. National advertising ad- 
dressed to 17,000,000 readers created 
an extensive demand. On every tool sold, 





the same generous margin of profit was 
obtained by dealers as has been a fea- 
ture of Goodeli-Pratt in the past. 





> Goodell-Pratt Company 
y Greenfield, Massachusetts 
NEW YORK —— 107 Lafayette Street CHICAGO — 38 North Clinton Street 


9 
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»' UPPOSE that you have just shown 

a customer a fairly high-priced 

Philadelphia and have emphasized the 
time-proved reliability of this make. 


But he decides that he wants a lower- 
priced machine — although obviously 
impressed by the quality of the mower 
you have just shown -him. 


How much better it is to be able to say 
to that customer “Very well, here is a 
model that will cost you somewhat less, 
and this, also, is a Genuine Philadelphia.” 


You don’t take the chance of losing the 
sale that you would if you had to switch 
your customer to another and less well- 
known make, and your customer leaves 


with the satisfaction ot having obtained 


the quality of mower he really wants, 


at a price he is well willing to pay. 


The Genuine Philadelphia Line has been 
extended to cover a greater price-range, 
in order that the retail merchant may 
benefit by the demand for Genuine 
Philadelphia Quality that exists among 
buyers of lower-priced as well as of 


higher-priced mowers. 


“A Genuine Philadelphia For Every 
Lawn Mower Customer” is a proposition 
made practicable by this extension of 
the line to completeness, and many wise 
dealers are reaping its advantage as a 


retail sales policy. 


Drop us a line and our representative 
will eall and explain more fully. 
Or write us for details. 


Philadelphia Lawn Mower Company, Inc., 4250 WISSAHICKON AVENUE, PHILADELPHIA, PA. 
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Best-Selling Level-Wind Reels 


HREE years of unparalleled success assure you 

maximum Christmas and 1931 sales with these 
most popular casting reels. The famous Bull’s-Eye, 
which named itself by its superior casting—getting 
more and bigger fish. The Bull’s-Eye “Special,” 
which is even quicker, more accurate! 


@ An instantaneous 1928 success, the Bull’s-Eye 
still continues to pile up popularity. This 
despite the keen rivalry of its younger 
brother, the Bull’s-Eye “Special.” With its 
Bakelite spool only half the weight of a metal 


NE 


spool, the Bull’s-Eye “Special” starts easier, stops 
easier. Still better casting, especially with light baits. 


@ Push these two large, handsome, remarkably 
popular reels for a Christmas clean-up. 


@ Put your 1931 order in now for a full line of. 
genuine Meisselbach Fishing Reels. Complete, up- 
to-date, of high quality, made under the best large- 
scale quality production methods and condi- 
tions. Priced for volume sales. Sold by lead- 
ing jobbers. Please write for catalog, prices 
and trade information. 


The A. F. Meisselbach Division of The General Industries Co. 
Manufacturers of the Original and Genuine Meisselbach Reels. 


3036 Taylor Street, Elyria, Ohio 


Representatives: South, Louis Williams & Co., Nashville, Tenn.; Pacific Coast, Phil. B. Bekeart Co., 717 Market Street, San Francisco, Calif. 
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PROFIT 


OUTING Tackle and Tool Boxes 
Now Sold Direct 


From Factory to Dealer 


Beginning October first, Outing Cant-i-lever Tackle and Tool 
Boxes will be sold and distributed direct from “factory to dealer.” 
All future correspondence, inquiries and orders should therefore 
be addressed to the Outing Mfg. Co., Elkhart, Indiana. 

The purpose of this change in sales policy is to provide a 
little more — for the retail dealer; to make feasible a con- 
sistent schedule of advertising in the leading sporting goods 
and mechanics magazines; and to give the quicken and most 
direct delivery service. 


Our Advertisements Send Buyers 
to Your Store 


The first of our exclusive Tackle and Tool Box advertisements 
will appear in the November and December issues of Outdoor 
America, Hunting and Fishing, National Sportsman and Popular 
Mechanics magazines. The advertisements will direct the public 
to Hardware and Sporting Goods stores for Christmas gifts of 
Outing Cant-i-lever Boxes. These are Christmas gift “naturals.” 
And the dealer with Outing’s beautifully finished boxes — in 
colors— on display will make many profitable sales. 


Send Your Christmas Order Now 


Your request on the coupon below will bring you our brand 
new, illustrated catalog and dealer discount proposition. But, if 
you don’t want to miss profitable sales, you’ll enclose your initial 
order from the “leaders” listed at right. Satisfaction guaranteed. 


Outing Milanufacturing Co. 


Originators of the Automatically Operated Cant-i-lever Box 
(Formerly trade-marked “Heddon-Outing”) 


ELKHART e- 


INDIANA 


Cant - Spill 


SPILL-PROOF catch automatically 
“‘locks’’ lid when closed. Released 
by touchin pushbutton directly 
under handle. Positively prevents 
spilling when picking up box while 
lock and side-catches are =. Lid 






opens half inch — to warn but 
no farther until released ress- 
ing button. Now on all aster 


Angler and Master Jiffy Boxes. 


§ i OUIS 


The Master Angler — beautiful ripple finish baked 
enamel, green or black; spill proof; two automatic trays. No. 
1316 is 16 in. long, 6% in. wide, 7 in. high; top tray 6 and 
bottom tray 7 compartments; lock and 2 side catches. Price 
$8.75. No. 1321 is 21 in. long; trays have 6 and 9 compart- 
ments. Price $10.25. 

These are the finest Automatic Cant-i-lever tackle boxes that 
can be found; all deep drawn from heavy steel, round corners, 
all hardware rust-proof cadmium plate, all trays and inside of 
box black baked enamel. A big seller and a doubly attractive 
feature for Christmas trade. 

The Master Jiffy — same finish as the Master Angler. 
No. 4116, size 16 in. by 6% in. by 6 in.; one automatic cant-i- 
lever tray with 7 compartments. Can’t spill feature. Strong 
lock. This is a special at $6.75. 
The Prize Angler — baked enamel smooth finish; olive 
green; No. 1516, size 16 in. by 6% in. by 7 in.; two automatic 
cant-i-lever trays with 6 and 7 compartments; strong lock. 
Price $6.50. No. 1521, same but 21 in. long, trays have 6 and 
9 compartments; lock and two side catches. Price $7.50. 
The Big Ace— our wonder line at popular prices. Folded 
steel construction, square corners; enamel finish; drab. No. 
1212 is 12 in. by"6% i in. by 6% in.; two automatic cant-i-lever 
trays with 4 and 5 compartments; lock and two side catches. 
Price $4.00. No. 1216 same but 16 in. long; trays have 6 and 
7 compartments. Price $4.75. No. 1221 is 21 in. long; trays 
have 6 and 9 compartments. Price $5.50. 
Master Heavy Duty Tool Boxes—deep drawn from 
heavy steel, round corners. Olive green baked enamel finish. 
No. 616 is 16 in. by 6% in. by 7 in. Two automatic cant-i-lever 
trays with 5 and 3 compartment; strong lock and keys. Price 
$6.50. No. 521 same but 21 in. long. Price $7.50. 


From this list, representing but a few of our big 
leaders, feel safe in making up your Christmas 
order now. All prices quoted are retail and subject 
to liberal dealer discount. Satisfaction guaranteed. 

Send coupon below for complete new catalog 
showing all models of tackle and tool boxes, 
pocket anglers, etc. Pp 





| OUTING & yy 
MANUFACTURING “< 1001 Jackson St. 

| COMPANY Elkhart, Indiana 

1 Please send me your new catalog of Outing Tackle and Tool 
Boxes and complete details of your dealer discount proposition. 

| This does not obligate me in any way. 01 

| Name 

I 

| Address 

1 Town ye ee 



















Trap With a 
One Piece Steel Jaw 


Mr. Dealer: Are your sales of Game Traps 
growing or decreasing? 


There are three times as many companies man- 
ufacturing this line as there were in 1912, but 
regardless of this condition each Game Trap 
Maker is increasing his business. 


Should your sales of this item be on the decline, 


it is evident you are handling lines of Game Traps 
in direct competition with Fur and Catalogue 
Houses who are placed in a position where they 
are underselling you and still making a satis- 
factory profit. 


If you check up your sales of Game Traps dur- 


EVERY TRAP 


No. 21 Com- 
pares to 
Standard 

No. 1 





Norwich Wire Works, Inc., 


> 


50,000 Sq. Ft. Floor Space 





ing years of general business depression, it will 
prove this item has shown a wonderful increase. 

Diamond Brand Game Trap prices are regulated 
to give the dealer an honest profit and still meet 
any published prices on all other Standard Brands. 

Diamond Brand Game Traps are the original 
traps with double steel jaws. They are the only 
traps with a One Piece Steel Constructed Double 
Jaw. 

Handle Diamond Brand Game Traps and do the 
trap business in your section. 


If your jobber does not handle Diamond Brand Game Traps 
write us and we will see that you are promptly and efficiently 
served. 


GUARANTEED 


SPIRAL SPRING—FIVE NUMBERS 









No. 22 Com- 
pares to 
Standard 
No. 2 





Norwich, N. Y. 


BRAND 








The Original Double 
Steel Jaw Trap Still 


No Rivets 
or Welds 


To Snap Loose 
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Gand December issues of the Saturday Evening | 
Post—backed by forceful Christmas advertising | 
in the sporting and boy and girl publications— ; 
J | backed by the 8-color Santa Claus display here 
illustrated— Winchester offers you this specially- 
selected Assortment of easily-sold Christmas Gifts 


—a combination that is sure to bring you extra — The assortment includes 34 quick-selling 


Chei I hi pieces comprising 10 different items with 
Ls ristmas sales this year. an excellent margin of profit for you. The 


entire proposition is described in the 


1930 will bea year for giving useful giftsandtheen- winchester Christmas broadside. If you 
tire Winchester Christmas advertising campaign _ havenot received acopy mail this COUPON 
° d d di ee Cul atl? oh at once for full particulars—before we ex- 
is centered around sen ing useful g1 t's OPpers  haust our supply of Santa Claus displays. 
to the stores which show this twinkling-eyed Santa Or ask your jobber. 


Claus display. Every product included in this spe- 























cial assortment is illustrated, described and priced ORE TE 
in our Christmas advertising. It’s achance to make teen 
Please send at once full particulars of 


your store the “useful gift” shop of the community. your Special Christmas Assortment and 


Display. 


WINCHESTER \mice 
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BUSINESS IS GOOD 
WITH RETAILERS 
WHO BELIEVE IN BOYS 


OYS never feel a business depression. 
Their business is to play and they play 
just as hard when business is “off” as they 
do when times are good. 

The retail merchants who sense this 
portant fact are doing a nice business with 
Daisy Air Rifles and other items that con- 
tribute to a boy’s enjoyment. 

“But when times are dull boys haven’t so 
much money to spend,” someone rises to re- 


im- 


mark. 

What a boy has tu spend is limited only 
by the enthusiasm with which he goes after 
what he wants. 

When a boy wants a Daisy Air Rifle he 
keeps after his folks until they surrender in 
sheer self-defense. 

Of course, it takes a little work on the part 
of the dealer to get the boys started. 

A judicious window display of Daisy Air 
Rifles and other things that boys need to play 
with will start the boys working for you. 

That’s why business is good with dealers 
who believe in boys and Daisy Air Rifles. 
We have some splendid display material if 

BULLS EYE you want to try out the idea in 

your town. The busiest time of 
the year for Daisy Air Rifles is 


Bulls Bye Stet air Just ahead. 


Rifle Shot. “‘The kind 
the boys prefcr.”” We 
recommend the use 


Daisy Manufacturing Company 
Michigan, U. S. A. 


of Bulls Eye Steel 
Shot with Daisy Air 


Rifles. Plymouth, 


DAISY “8 RIFLES 
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REALISM 


and COLO ay 


strong in sales appea 


The striking realism of KoKoMo products, which has 
brought them to their present high sales volume, will 
have equally strong appeal to the children in YOUR 
community. It will bring you sales and profits, too! 


Lille Lady” 


ELECTRIC RANGES 


“LITTLE LADY” No. 155 is 


| built in volume and priced to sell in 


| volume. 


| “just like mother’s!” 
| anteed heating units. 


Handsomely finished in 
green, red, buff or blue, with pol- 
ished nickel trim, it looks and heats 
Guar- 

Set of 

three aluminum utensils. 


A big success with children 
and much in demand by 
travelers. Heats quickly and 
does a fine job of ironing. 
Genuine porcelain enamel fin- 
ish—in red or green, with 
plug and five-foot cord 
match finish. Guaran- 
teed heating unit and 
heavy, polished sole 
plate. Weight 1% Ibs. 


“LITTLE LADY” No. 
630 is one of the greatest 
quality volume builders 
available. Closely pat- 
terned after real electric 
ranges. Beautifully enam- 
eled in green or buff, 
with polished nickel trim. 
Guaranteed heating units. 
Complete set of aluminum 
utensils, percolator and 
grocery packages and 
cook book, add to strong 
sales appeal. 


OTHER KoKoMo Leapers 


The famous KoKoMo Line also includes: Electricar “The Auto 
Builder,” a complete line of high-quality roller skates, KoKoMo 
Twin Six Machine Gun and the famous KoKoMo Big Six 


repeating pistol. 
Write today! 


Information or samples will be sent promptly. 


TOY DIVISION 


KINGSTON PRODUCTS CORP. 


(Formerly Kokomo Stamped Metal Co.) 


Kokomo 


Indiana 


Permanent Display, 521 Fifth Avenue, New York City 
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Montague Red Wing “‘Game Cock” Fly Rod, a 1931 
feature. Exceptional value at $25 retail. 


World 
Leadership 


provides you 
Bigger Values 


ONTAGUE’S advantageous 

world leadership in making 
Split-Bamboo Fishing Rods enables 
you to offer your trade new and 
bigger values for 1931. 


In Fly Rods, Montague excellence and 
popularity will be more outstanding than 
ever. Improvements in production 
methods alone insure this. They are aided 
by new refinements in various numbers. 
Of particular importance is the special 
attention being devoted to the Montague 
Red Wing “Game Cock” Rod, retailing at 
$25. Its remarkable casting and fighting 
mettle will be the subject of strong con- 
sumer interest. Five other styles, all 
lengths and weights. Retail, $35 to $8. 


Restyling has added still more to Mon- 
tague attractiveness and salability in Cast- 
ing Rods. Here are exceptional values 
for fishermen who prize the_ sensitive 
elasticity, smooth, effortless casting power 
and rugged fighting strength of the finest 
split-bamboo Casting Rods. Light, flexible 
styles too for the new light lures that 
are just too heavy for a fly rod. Retail, 
$20 to $6. 


Up and down all three coasts, the most 
critical buyers unanimously pronounce the 
enlarged, restyled, refined and repriced 
complete line of Montague Salt-Water 
Rods splendidly correct. Made by Massa- 
chusetts expert salt-water rod men—from 
the largest stock of best selected Tonkin 
cane, Montague heat-treated to perfection 
—these 1931 Sea-Angling Rods are the last 
word in salability and service. Retail, ¢@ 
$40 to $6. 





| 
| 





For the Winter tourists, for Christmas, | 


for 1931, order the World’s most popular 
quality Fishing Rods—Montague Rods of 
split bamboo. Investigate the complete 
salt-water line NOW. Leading jobbers sell 
the best—Montague Rods. 
Catalog. 





MONTAGUE 


ROD AND REEL COMPANY 
Drawer A-02 
MONTAGUE CITY MASSACHUSETTS 


Write us for 








| sturdiness and substantiality to with- 










Stock 


Corcoran 






RED HAWK 


Progressive Hardware Deal- 
ers have recognized the profit 
possibilities of the Corcoran 
“Green Arrow” Line. If in- 
stant acceptance is any indica- 
tion of real merit, then Cor- 
coran Vehicles are the ones 
to take on to win. 





Black Beauty is almost 
life-like in appearance 
and gallop. 


The nearly exact duplication 
of the real thing in these ve- 
hicles is the foremost reason 
for their increasing popu- 
larity. 





Red Hawk gives speed 
and action — safe. 


The unique mechanical action affords 
thrills that appeal to either girl or 
boy. All steel construction assures a 





stand children’s hard usage;~ yet 

they are not excessively heavy. If Red Bird has safe, gentle 
a“ é ’ motion—for the younger 

you want to win out in today’s close tots. 

competition, stock Corcoran “Green 

Arrow” Toys. Complete information 

will be sent on request. Write today. 


THE CORCORAN 


Manufacturing Company 


— 





Red Eagle—a ‘‘real’’ toy 


NORWOOD—CINCINNATI, oO. for a ‘‘real boy. Even 


has a joy stick! 


Corcoran Vehicles are made only in Cincinnati 


The Corcoran Mfg. Co. 
Dept. HA-1030, Norwood, Cincinnati, 0. 


Please send complete information about the Corcoran ‘‘Green Arrow’’ 
Line of Juvenile Vehicles. 
Name . 
cAI Ee ERE OREN URE RR Te TL eee eee 
City RE ira 5 hie to Ce ER a me Oe @ 
( ) Wholesaler ( ) Dealer 
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Universal Chassis 
and Motor 


NEW keokome | 
- "8 FLECTRICAR 1. 


The AUTO BUILDER’ 


Yn Electrically Operated Gloar Toy, 


The Electricar is the first really new idea in electric floor toys for a genera- 
tion. Its striking novelty won for the first model a strong position in the 
toy field. 


And now, for the coming season Electricar has become the “Auto Builder,” 
with greater play-value and tremendously increased sales possibilities. The 
racer has been multiplied into an endless and fascinating variety of models 
—all easily interchanged and mounted on the same chassis, which is powered 
by an entirely new motor—the finest power unit ever used in any toy. 















Power is taken through a toy transformer from the fence, which is flexible 
and practically indestructible. The fence may be set up any size and prac- 
tically any shape. 






768 Big 6-Wheel Flat Bed 
and Stake Truck 












The units making up this variety of models may be purchased either in sets 
or individually. Your original sale opens an unlimited field for accessory 
sales. Every unit in the Electricar list catches and holds juvenile interest 
and multiples your poténtial volume. Every purchase adds to the play- 
value of the original purchase. Electricar, too, makes the finest attention- 
getting window or department display. Write us at once for detailed in- 
formation and samples! 





TOY DIVISION 


Kingston Products Corp., Kokomo, Indiana 


(Formerly Kokomo Stamped Metal Co.) 
Permanent Display, 521 Fifth Avenue Bldg. New York Cit 


ALL MODELS MADE _— ONE CHASSIS | + 
TODAY'S 
(USTOMER 
STILL 
TOMORROWS 
PROSPECT 


et set Se ape eae omy eens 
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LIONEL’S 


Grreatest Advertising 


CAMPAIGN 


Reaching Millions of People Through- 
out the Country—and Promoting 
Greater Sales Volume for Dealers. 














Ad p ages Get behind the LIONEL line of electric rail- 
im full eolor roads now, because, LIONEL is behind you 
with the strongest advertising program in its 
history. 

This year LIONEL dealers will break all 
records for sales—for never has LIONEL mer- 
chandise been finer—never more varied in char- 
acter—never have the values been greater. 


LIONEL dealers are sure of customer good- 
will, sure of big volume, sure of profits, and 
sure of LIONEL support in advertising and sales 
promotion. 


Write for LIONEL’S new 1930 catalog, a 
magnificent 48-page book in full colors. Write 


for our dealer proposition. 


Advertising 








Magazine 





* oe E 
EAA TA 
SeRACS eS 
\ 





THE LIONEL CORPORATION 


15-17-19 East 26th St., New York City 


Lionel Mid-West Branch Lionel Western Coast Branch 
Merchandise Mart, Room 1428 M. Sweyd & Son, Representative 
Chicago, Ill. * 788 Mission St., San Francisco, Cal. 


Lionel Canadian Branch 
Harold F. Ritchie Co., Ltd. 
Toronto and Branches 


LIONEL 
ELECTRIC TRAINS 


The Standard of the World Since 1900 





























Window Display ‘Store “Displays 
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PLE TA) SS 


ARE PROFIT-MAKERS! 











Triumph 
SUPER-GRIP 
For 
Muskrat 

Skunk 
Weasel 
Mink 
Jaw Spread 4” 
Wt. Doz.7% lbs. 
Cost Dealer 


$1.38 Dz. 





Dealers can make real money, and build a steady, 
stable business besides with Richardson Roller 
Skates and the new Richardson selling plan. 











This tested, sales-making program is sent to you 

SUPI R La GRIP | free . . . complete with promotional material 

| to develop volume business for you at a generous 

The Double Jaws of Super-Grip cushion the closing profit. Write for it today. 
snap and prevent bone breakage and all injury to the 

animal’s leg. The super holding power and gnaw- 

proof qualities will make this trap a quick seller. 

Super-Grip jaws lie perfectly level and flat regard- | 

less of the angle to which the spring is turned. This | 

is an exclusive Triumph feature. | 

Write us for descriptive Bulletin and details of | 

| 

| 








The First Best Skate — The best Skate Today! 








special store publicity. Ask us which jobbers handle 
Super-Grip. 


Triumph Trap C°2., Inc. 
51 W. Elm St. Oneida, N. Y. 


Richardson Ball Bearing Skate Co. 
Established 1884 


3312-18 Ravenswood Ave., Chicago, IIl. 





oa 

















Model 24 Springfield 
Arms Single Barrel 
Shotgun. Proof tested. 
Automatic 

Barrel, high pressure 
steel, forged with lug 
in one piece. Full 
choke. Coil springs. 
Walnut finish stock: 
half pistol grip; rub- 
ber butt “—. 


QUICK — 


Powerful Allies to 
QUICK SALES 


1. Realism—A flash and BANG like 


a real gun... with real smoke. 


2. Noise—All the noise any boy 
wants. The larger the gun the louder 
the bang. 

3. Safety—No matches. No gun. 
powder. No danger from gun-powder 
burns or gunshot wounds. 


@ BIG-BANG 


SAFE CELEBRATORS 


2 Field Artillery—Heavy Artillery— 
Bombing Plane—Army Tank — 
Navy Gunboat—“Safety” Pistol. 
Retail prices, $1.00 to $5.50. 





in all popu- 
_barrel lengths. . 
price only 


Sales — 
Protits— 
Deliveries! 


Stevens Springfield Shotguns have for years 
been the fastest selling singles and doubles. 
Just one reason—most for the money! 
For rough, knockabout use—hunting . . 

in blind, or afield. Model 94 Springfield 
Single Barrel, and Model 311 Springfield 
Hammerless Double Barrel Shotgun have 
no equal at the prices. Win more cus- 
tomers, and give your trade more gun 
value with 94 and 311 Stevens. Jobbers 
are stocked for quick shipments. Specify 
Stevens Springfield Singles and Doubles. 


Model 311 Spring- 
fi Hammertess 


matted rib. Hammer- 


less, box frame, top 
lever and boit in one- 


po 
automatic 

Walnut finish stock; 
half pistol grip; rub- 
ber butt plate. 2, 
6, and .410 
gauges, in all popular 
barre! lengths. Retail 
price, $18.50. 





Made by 
J. STEVENS ARMS eaiael 


Chicopee Falls, Mass. 


Owned and Operated by 
SAVAGE ARMS CORPORATION 
Utica, N. Y. 








STEVENS 








For every boy a safe 
shooting toy with a 
real flash and bang. 





NOTICE: All Infringements on 
our Patents will be vigorously 
Prosecuted. 











THE CONESTOGA CORPORATION 


Main Office and Factory 


BETHLEHEM, PA., U. S. A. 


Room 461, 


Export Dept.: 


Permanent Showroom 
Fifth Ave. Building, New York City 
Office No. 605, 130 Pearl St., New York City 
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H&k 


“Hammerless” Single Gun 
(New) 


This new H & R Gun offers THE GREATEST GUN 
VALUE ON THE MARKET and costs the consumer less 


than any other hammerless gun. 






Dangers of external hammer are eliminated. 


Automatic safety operated by cocking cam. 


Firing mechanism cocked by top lever. 


Sear positively locked by safety, making acci- 


dental discharge impossible. 


The few working parts are all of good size and 


not easily broken. 


Materials and workmanship fully warranted. 


Outline and proportions are pleasing to the 
eye and the balance is excellent in all gauges. 


Supplied in 12, 16, 20 and 410 gauges. 


Order through your jobber. Write for our new Catalog, just off the press. 


HARRINGTON & RICHARDSON ARMS CO. 


WORCESTER, MASS., U. S. A. 





























A WISE SELECTION 
HERCO 


For Long Range Loads 
HERCULES E. C. 


INFALLIBLE 
For Trap and Field Loads 


Each has specific advantages of interest to shooters. 


HERCULES POWDER,COMPANY 


INCORPORATED 
910 King Street, Wilmington, Delaware 
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*Phone Talk that Makes Sales 


Our Toy ’Phones appeal strongly 
to children because they’re so real. 
One child te-ls another all about 
them— it’s the kind of ’phone talk 
that makes sales. They’re well 
made, nicely finished and sell at 
popular prices. Send for catalogs 
of Toy ’Phones and other Bell 
Toys. 


The N. N. Hill Brass Co. 
Manufacturers of Bells and Toys 
33 Skinner St. 

EAST HAMPTON, CONN. 





Cut 484 
Nos. 340 & 350 

















THE 


SKOOTER SKATE 


ONE OF THE 
OUTSTANDING é 
NUMBERS -% 


OF THE YEAR “<} 
A WINNER NOW 
AS WELL AS 
DURING THE 
HOLIDAYS 












Toe clamp makes 
straps unnecessary. 
Live rubber wheels 
make it quiet. 3 inch 
adjustment and. will 
fit boys or girls of 
any age. 





Packed 1 dozen. 
Shipping weight, 
32 Ibs. 





SEND FOR OUR 
NEW CATALOG 





Pat. No. 81773 


Manufacturers of 


POOL TABLES, BOWLING ALLEYS, DOLL HOUSES, SHOOTING 
GAMES and TELEPHONES 


THE BRINKMAN ENGINEERING CO., Dayton, O. 
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& Many Hunters Will 
Buy a Dollar Pack 











Pyramids Your Sales 


Hoppe’s Gun Cleaning Packs are big sellers for hunting trips. Bought in a jiffy, 
handy to carry, needed for proper care of the gun. Display them prominently, with 
price cards. Contents: Famous Hoppe’s Solvent No. 9, Hoppe’s Lubricating Oil, 
Hoppe’s Gun Grease, some cleaning patches. Best known, best liked, strongly adver- 
tised. Necessary no matter what ammunition is used. Sold by all jobbers. 


FRANK A. HOPPE, Inc., 2314-H N. Eighth St., Philadelphia, Pa. 








Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 
lines handled by the Hardware Wholesalers. 

For instance, on pages 7 to 79 it indicates by key 
numbers what classes of merchandise each hardware 
wholesaler handles. There are explanatory key numbers 
covering every class of merchandise that constitutes a 


modern hardware stock. 
q Then, the Hootynes Retailers on ges 80 to 353 who are 
With These rated |, 2, resent the Ronn. a ay ag doing 75% 
Selling Features! to 80% of the retail hardware trade of the 
CONTENTS OF VERIFIED LIST 


Wholesale Hardware Houses in U. S., Canada and Foreign. 

Retail Hardware Stores in U. S., Canada and ——_ 

Chain Hardware Stores in United States and Cana 

5, 10, 25c to $1.00 Syndicate Stores carrying hardware. 

Department Stores carrying hardware and housefurnishings. 

Manufacturers’ Agents in U. S., Cenada and Foreign. 

Automobile Accessories obbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 
oodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 

28”, 30”, or 32”. Any desired boring. Hardware Age Verified List of Wholesalers and Retailers is 

Call your jobber now, or write us for in direct-by-mail promotion work 
etails. and also a helpful guide for salesmen's calls. Every manu- 

facturer's sales manager should have one on his desk, and 


STERLINGWORTH 


Put a FOX STERLING- 
WORTH in their hands! In- 
vite them to compare it with 
double barel shotguns cost- 
ing $50 to $100 . . . then A popular leader .. . na- 
say “It’s a genuine FOX tionally advertised . . . for 
ue made and guar- oe. ee Sa 
ie ; built.” Positively fewer work- 
anteed by ‘SAV- g parts than any other make. 
AGE’” ... then Barrels Sterlingworth Fluid com- 


. stee! for strength 
ring up the sale and shooting qualities. Stock and 
and bank the 


fore-end American Walnut nicely 
profits. checkered. Full capped pistol grip. 
Engraved around frame and guard. 
Special Fox spiral springs in fore-end 
provide unusual compensation. A Fox 
can never shoot loose. 


In 12, 16 and 20 gauges; Barrels, 26”, 








every salesman could profitably carry a copy in 
A. H. Fox Shotguns 


Since the previous issue was published there have 
Manufactured by 


more than 10,000 additions and corrections, and these all 
SAVAGE ARMS CORPORATION 
UTICA, N. Y¥. 








, appear in the Tenth Edition. 
Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 








LAST 3 TIMES LONGER 


“ DOUBLE- 


See 

read 
times ordinary we on 
ings make wheel sata 10 times longer, too. 
Something worth while to offer > trade 
an little or ne more 


cost. We 
a complete tine of roller chates. 
Ask your Jobber or write us. 
CHICAGO ROLLER 
SKATE CO. 
Est over 4% 
Century 


4456 W. Lake St. 
Chicago, Ill. 


ea “TRIPLE- 


ROLLER SKATES WARE’ 











PUT THE “OLD PEP” INTO 
YOUR GUN DEPARTMENT 
SALES BY FEATURING 


IVER JOHNSON 


SHOT GUNS 


Send for Liberal Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
FITCHBURG, MASS. 
San Franeiseo 
Market Street 


New York Chicago 
151 Chambers Street 108 W. Lake Street 717 








If you w 









ant their Business 


stock V/VAL) 


The fellows who go out after quail, 
rabbits and other game are always 
anxious to get hold of a shell or car- 
tridge that puts an extra degree of 
certainty in every shot, ashell that 
hits a little harder without any 
more recoil, one that patterns a 
little better and enables them to 
bring in more game. 


And right there are the reasons why 
more and more shooters change to 
WESTERN each year. In the Xpert 
shell WESTERN has combined 


Shotgun 


hard-hitting and unusually depend- 
able performance at a popular 
price. In the Field shell, too, and 
in the famous Super-X long-range 
duck load WESTERN has for years 
produced shotgun ammunition that 
gives shooters a little more in per- 
formance, a little more for their 
money . . . If you want an ever 
increasing volume of ammunition 
business. . . stock ‘‘The Big Three”’ 
among shotgun loads: Xpert, © 
Field, Super-X ...and WESTERN 
Lubaloy cartridges. 





Xpert and F ield 


Shells 





Xpert ee for quail and upland game. 
Field e « The choice of champions for 


many years. 


SuperX ee The outstanding leader 


among heavy loads. 


HE three outstanding, exclusive developments 
{i shotgun ammunition are the WesTeRN Xpert 
shell-the Western Field shell-—and the famous 
long-range WesTERN Super-X load. With these 
three shells in stock you can supply every shot 
shell need and at the same time reduce the number 
of items in your stock and sell more ammunition. 
It’s worth talking about. It’s worth acting upon. 
Get in touch with the nearest Western jobber or 
write us direct 


WESTERN CARTRIDGE COMPANY, 1070 Hunter Avenue 
East Alton, Ill, U.S. A. 


Branch Offices: Jersey City, N. J.: San Franciseo, Cal 


The new Western Window Display 
cut-out for Fall is designed with a 
special feature that is bound to bring 
customers into your store. All you 
need to do to get this valuable dis- 
play 1s to agree to use it. If you 
haven't received your copy of the 
new Western Dealer Helps booklet, 


write for it at once 


PRINTED INU S ~A 


They Cover Every Shooter’s Needs 


Fewer Items to Stock...More Sales; 











is 
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“GET ALONG WITH 
ROAD BUILDERS. 


HE tool handle that falls among 

“highwaymen” has little chance 
to make friends. Few workmen will 
praise the handle that stands up to the 
abuse of “stump yanking,” rock sledg- 
ing, picking and prying on the road 
jobs. But the handle that “cracks” 
while in the grip of calloused hands is 
stoned and cursed all along the road. 


Sallee handles of choice hickory and 
oak, designed by men who know the 
art of handle making, have met every 
test of road building. That’s the rea- 
son these handles may be found in 
road camps in Asia, Africa, North 
America, South America, Europe and 
Australia. 








Handles in standard and special lengths 
shipped to jobbers everywhere. Write 
for price lists and grading sheets. 


SALLEE BROS. 








POCAHONTAS, ARK. 


Years’ experience in handle making—from 
tread mill to modern plant production. 








To ALLITH Dealers 
An Appreciation 


Your patronage has put ALLITH first 
among the manufacturers of door hardware. 


You know good hardware. You've tried 
several makes, paid different prices and now 
you stock only ALLITH. You have given 
us the strongest vote of confidence we could 
hope for. You have said, in effect, “no 
matter how good other hardware may be, 


only ALLITH is like ALLITH” .. . and 


you've “said it with orders.” 


You’ve enabled us to make a superior prod- 
uct—to select only the finest raw materials, 
employ only the best engineers, the most 
skilled workmen. And we thank you for it. 


We have a mutual obligation—we to supply 
you with only dependable hardware, you 
to see that your customer gets the most 
value for his money. 


How well we have lived up to that obliga- 
tion may be seen from the increased orders 
both of us have enjoyed. 


You may depend on the name of ALLITH 
to continue to pioneer exceptionally good 
hardware; to be your certain guarantee of 
good merchandise. 


ALLITH-PROUTY COMPANY 


DANVILLE ILLINOIS 


-—Allith 


Manufacturers of 


Airport, Garage, Industrial and Fire Door Hardware 
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REASONS 
ele 


73 Years ExperRIENCE—as manufac- 
turers of high quality saws. 
e2Ze 
Tue Best MaTeriat—SILver STEEL 
Atkins’ exclusive formula. 
eBe 
Untrorm Temper—no soft or hard 
spots, holds tension. 
e4e 
Perrect Workmansuip—the best 
brains, skill and money can produce. 
e5e 
Exc usive Features—in both design 
and finish are exclusive with Atkins. 
eGe 
Erricrency—cuts faster because of 
sharp, correct saaped teeth and 
grinding. 7. 
Lona Lastrnc—Si.ver Steet lasts 
longer than ordinary saw steel. 
eBe 
User Protectep—every Atkins 
product has the maker’s name clearly 
etched in the blade and is a positive 
guarantee of satisfaction. 
eDe 
Steapy Demanp—resale value of 
Atkins Saws is greater than just 
ordi saws. 
ie ede 
DistrispuTion — Service Plants: 
Atlanta, Chicago, Memphis, New 
Orleans, New York, Portland, Seattle, 
San Francisco, Vancouver, B. C., 
and Paris, France. Factories: 
Machine Knife, Lancaster, 
N. Y.; Grinding Wheel, 
Detroit, Mich.; Cantol 
Waz, Bloomington, 
Ind. Canadian, 
Hamilton, 
Ontario. 


cy. 
ATKINS 
iw 


FAMOUS SELLING 


r THOSE WHO SELL 
“ATKINS PRODUCTS 


PROGRESS with the Times... 


Atkins No. 10 Hack Saw Frames and SILVER STEEL 
*““BLUE END” Hack Saw Blades are preferred and used 
by experts because there is greater efficiency with 
less effort and no wrist strain. And for the dealer 
they are a good source of profit and backed by 
national advertising. 
Send for free Hack Saw 
Frame Display—lIt’s 
a Sales Maker 
















































Made of high grade steel and 
heavily nickled; saps from 
8 to 12 inches, Has easy grip, pis- 
tol shaped handle of hard rubber 
so placed that it directs the en- 
tire force of stroke on cutting 
edge of blade. Strong and dur- 
able. 


E. C. ATKINS anp COMPANY 
INDIANAPOLIS, INDIANA 


KN Atkins Silver Steel “Blue End” Hack Saw Blades are 
guaranteed to cut Six Times more metal and Twice as fast as any 
alloy blade. Use this guarantee in selling. 








WA 
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SILL BE Stow IN 
GETTING OUT MY 
MOoNEY-P’RAPS 
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THE FUMBLERS 


Is the much hoped for and talked of return engagement of the big show “Prosperity” being delayed by the gentle- 
men here pictured trying to “out-fumble” each other? Will the big business man wait until government undertakes 
some large public work to release the purchasing power of some portion of the population? Is government waiting 

for better times to begin its road building and other public works? The people are anxiously waiting. i 


41 i 
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You can have 
more capital without interest 











HE advent of McKinney Builders’ Locks and 


WicKi Polici : , 
cRinhey £ OCIS Trim has stirred all factors in the industry. This 


Thare-t @ dete’ Wood dramatic advance in lock making has captured the 
pat ie gore — interest of architects, builders, owners and mer- 
aie «sealable: chants. Each factor finds specific advantages that 
policy as well as his meet his own desires. The architect and owner 
product. McKinney welcome the new opportunities in style-trim 
welcomes such im- unheard of with old-fashioned locks. The 
quirics. It is the builder finds his greatest interest in the fool- 
modern way of M KINNEY proof application which takes his men but 
ae Cc one-third the time... . Such customer-de- 
; mand alone would be sufficient for all 


cies are So : 
clear-cut that H ARDWARE modern merchants to turn to McKinney 


they can he pre- Locks instantly but in addition to these mer- 


sented in black for Builders chants have found another vital advantage in 
and white in this this lock development. McKinney Builders’ 
sunt $e chp ; Locks and Trim make it possible for any hard- 

esis. eta ware merchant to release for other purposes a 


are not sold to chain- 
stores or mail-order 
houses. Second, develop- 


liberal portion of his capital now tied up in his old- 
fashioned lock inventory. The adjustable and flexible 


ment work is concentrated features of McKinney Locks make possible this eco- 
on the perfection of spe- nomic advance: an all-purpose stock now requires less 
cialties thet em remove the inventory investment. . . . For additional information 
rinaangpene Dxstayervate ott address: McKinney Manufacturitg Company, Pitts- 


from profitless competition. : 
an ’ 1 | burgh, Pennsylvania. 


| 
WP Abang Le 


President | 


HINGES 

GARAGE HARDWARE 

| FORGED IRON HARDWARE 
BUILDERS’ LOCKS AND TRIM 












HARDWARE AGE for OCTOBER 9, 1930 





Case not. Anos 
> WORE VER KN. Caus: 
_ Pt ait, Goi ao sense 

10-97 sense wid, 


Tenk Used This Idea 
to Build Good Will 


HE following letter re- 
ceived from E. N. San- 
difer, advertising manager 
of The Tenk Hardware 
Co., Quincy, IIll., along with a 
photo of their recent Amos ’n’ 
Andy window is printed in full 
because of its thorough descrip- 
tion of the display. It will be re- 
membered that the suggestion for 
this window appeared in HARD- 
WARE AGE some months ago, and 
the job done by Mr. Sandifer is 
probably one of the best in the 
country. Here is his letter: 


QUINCY, ILL.—In HARDWARE AGE 
in April there appeared a sketch 
suggesting an “Amos and Andy” 
window. We thought this to be a 
very good idea and have under- 
taken to put into a window our in- 
terpretation of your suggestions. 

Inclosed find the photograph of 


FRESH AIR 
TAX! CAB 


our window, which was left in for 
a period of two weeks and cer- 
tainly created a lot of interest. 
For the first week or ten days it 
was the talk of our city here, 
which is one of some 43,000 per- 
sons. The window had a crowd 
before it most all the time and on 
Saturdays it was almost impossible 
to get a look at “Amos and Andy.” 

As you will note in the photo- 
graph, every part of the window 
was carried out in complete de- 
tail. Letters were thrown about 
on the desks, notes from Madam 
Queen were placed near Andy. 
Amos’ dog is shown fighting the 
fleas, plaster knocked from the 
wall close to Amos’ desk, a news- 
paper on Andy’s desk reads late 
news from Wall Street. A spray 
of flowers is on Andy’s desk sent 
to him by his sweetheart, Madam 
Queen. Income tax report lies on 





Is You Blue— 


Regusted, of otherwise dusainhed with the 

publx’s apathy toward your wwdow drs 

plays? Try this “propolition” of Amos 
dy. may change the “Saiation 

















From the suggestions given in 
this article in Hardware Age 
the accompanying window dis- 
play was built. Its success as 
general publicity for the store 
is conceded to be worth while 


the desk of Andy. Behind the desk 
of Amos is Ruby’s picture. Many 
hundreds of persons were greatly 
amused when they approached the 
window. 

The figures were made of wall 
board and painted to look as near 
“Amos and Andy” as _ possible, 
which we admit is a very good 
likeness of the two “Wonder Boys 
of the Air.” (The photograph 

(Continued on page 79) 
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Depressions Are 
No Longer 


Economic Waste, 


OGER W. BABSON says: 
“Depressions are no 
longer an economic waste 
but now perform very 
useful functions. We do not refer 
to present conditions as a ‘bus- 
iness depression,’ but rather as a 
‘corrective period.” A normal 
business depression, such as the 
country is now witnessing, is use 
ful in its important corrective re- 
sults. To say that all unemploy- 
ment is an economic loss, is to 
say that every night is an econo- 
mic loss and every Sunday is an 
economic loss. Nights, Sundays 
and even vacation periods have 
definite economic uses and the 
country is far better off with these 
periods of rest than it would be 
without them. Hence, I am not 
disturbed by the present situation, 
although I do wish it had come a 
year or two earlier. The fact is 
that so long as there are excesses 
during periods of prosperity, these 
so-called ‘depressions’ must come 
about once in so often in order to 
correct these many excesses and 
evils. I, therefore, am optimistic 
not merely in spite of present 
conditions, but rather, because of 
them. 
“The average man buys only on 
a rising market. In order to get 
people to buy copper, iron, lead or 
any other commodity, it is neces- 
sary to mark up the price thereof. 
This same principle is very evi- 





Says Babson 


They perform very 


useful functions 


dent in the stock market. The 
more the market goes down, the 
more people wish to sell. The 
more the market goes up, the more 
people wish to buy. In all depart- 
ments of industry and commerce, 
a rising market is a great stimu- 
lant to business. As it is impos- 
sible to have a rising market con- 
tinually, prices must be knocked 
down, once in so often, in order 
to have rising markets follow. 
Hence it is to the business man’s 
interest to have these declines as 
rapid as possible, so they will not 
last long. 


“Notwithstanding all the gloom 
and unsatisfactory earnings, crop 
reports, etc., there is just as much 
money in the country today as 
ever. As the balance of trade more- 
over is still in our favor, there is 
probably more money in the coun- 
try than ever before. There are 
just as many people here as ever 
and these people are just as 
healthy and as anxious to work. 
Our productive machinery, except- 
ing in the textile industry which 
is in dire need of new equipment, 
is in better condition than ever. 
Talk about overproduction is 
largely hysterical. With only 20 
per cent of the homes in this coun- 
try having bath tubs, there cer- 
tainly is no overproduction of bath 
tubs, and the same fact applies to 
a great many lines. The real rea- 








ROGER W. BABSON 


Roger W. Babson 
Gives Four Concrete 


Suggestions 
a ee 


1—Reduce overhead by mov- 
ing men from the office into 
the field. 

2—Give better measure to 
customers. 

3—Discover new products 
and new uses for present 
products. 

4—Spend more money on - 
advertising. 


son for present conditions is not 
lack of money or over-production, 
but rather because the goods pro- 
duced have not been properly dis- 
tributed. The difficulty is not a 
lack of money, but rather a lack 
in the circulation of money. 
“During the past year the rate 
of the circulation of money has 


Ve 
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greatly declined. This means that 


the real solution of the problem 
is not by reducing the production 
of goods, but by speeding up the 
circulation of money. This can 
readily be illustrated by assuming 
ten men on a desert island, with 
each having $100. If all these men 
should hold their $100 and not buy 
anything, there would still be just 
as much money on the island; but 
business would be at an absolute 
standstill. If, however, each of 
these men should spend $50 per 
day, there would be good business 
on the island; while if each spent 
$100 a day, there would be great 
prosperity on the island. The more 
rapidly these $100 bills passed the 
rounds from one to the other, the 
greater the boom would be. Surely 
the need today is the speeding up 
of the circulation of money. Now, 
the question is, what is the sanest 
and most practical way of bring- 
ing about this result? 

“We will not get money to circu- 
late faster by reducing wages, or 
by discharging employees, or by 
refusing to buy or by talking 
gloom. We will not get money to 
circulate faster by continuing to 
operate obsolete machinery, sup- 
porting unnecessary overhead 
and allowing present forms of 
wicked wastes to go on longer. 
The circulation of money, how- 
ever, can be speeded up, and the 
following are four definite sug- 
gestions as to how to bring this 
about: 

(1) Reduce Overhead :—Indus- 
try and merchandising are today 
handicapped by useless and un- 
necessary overhead expenses, 
which are a great drag in the pres- 
ent situation. We should not 
discharge these men and 
women and throw them into 
the street unless by so doing 
it will force them to get into 
occupations for 
which they are 
better fitted. 
Nothing can be 
gained in the long 
run by throwing 
people out of work, 
but often much 
can be gained by 
forcing employees 
to change their 
work. Every bus- 
iness has men in 


executive positions and in other 
inside work who should be outside, 
selling goods or rendering special 
services to the customers. Hence, 
my first recommendation is to get 
the drones out of the office into 
productive work. “Every business 
is spending too much on overhead; 
too many are supporting relatives, 
friends and former employees who 
are not giving value received. Dur- 
ing periods of prosperity it was 
very easy for such practices to 
come into existence, especially in 
long established businesses. The 
first need of the hour is to put 
these people out into the field to 
encourage consumption. Owing to 
their long experience as consum- 
ers themselves, they should be 
ideal persons to tackle this new 
task! Such work is the first step 
to bring back prosperity. 

“(2) Give Better Measure :—To 
stimulate consumption, it usually 
is necessary either to reduce the 
prices or to increase the value of 
the products. The time is now at 
hand when either or both of these 
things can be done in most lines. 
I am not so keen for price reduc- 


tion as I am for improving the 
product and giving better value 
for the money paid. Reducing 
prices. is much like reducing 
wages; both are like trying to 
raise oneself by the boot straps. 
Giving more goods, better goods 
and improved service for a dollar 
is the way to bring back prosper- 
ity. This means that wage work- 
ers can best help by taking more 
interest in their work and by 
working a little harder. Now is 
the time to look more at the prod- 
uct and less at the clock; to think 
more of the day work and less of 
the evening recreation; to take a 
rea. interest in the person who is 
to use the product and make it as 
if it were to be used by oneself. 
But the wage worker alone should 
not be expected to carry all the 
burden or make all the improve- 
ments. Executives, office help and 
the sales force can greatly help 
bring back prosperity by giving 
good measure, pressed down and 
running over. 

“(8) Increase Research Work: 
—We all know how many em- 
ployees the automobile industry 
uses today and the va- 
rious direct ways that 





term. 


1929. 


—What does that show? 


Ask Us Another 


—Will Prosperity return again soon? 
—Just what do you mean by Pros- 
perity. Prosperity is a relative 


—TI mean, Prosperity as we had it in 

" to think that the auto- 

—Forget 1929. Let us make com- 
parisons with 1927 and 1928. 


it gives employment. 
The invention and de- 
velopment of the auto- 
mobile should largely 
be given the credit of 
the prosperity which 
the country has enjoyed 
during the past decade. 
It, however, is not fair 


mobile is the last great 
new invention which is 
coming into general use. 
Even since the develop- 
















—It shows that even at the present 
pace of business our national con- 
sumption of necessities and luxu- 
ries is enormous—way ahead of 
previous normal periods. 


—Will we be able to make money 
again in the retail hardware busi- 
ness? 

—Plenty of merchants are making 
money today. It’s the inefficient 
who are suffering. Business is no 
longer to be classed as an amateur 
affair. It’s a professional contest 
from start to finish. 


Llew S. Soule 








ment of the automobile, 
we have had radio, air- 
planes and other things 
come into the field. 
Every new _ invention 
tends to hasten the cir- 
culation of money. The 
rate at which money 
circulates depends far 
more upon the work of 


research laboratories 
than upon the work of 
banking institutions. 


This is why keen inves- 
tors have always been 
partial to the securi- 
(Continued on page 76) 
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How Postal Cards 
Pay Profits 








This is the series of 
post cards that 
proved effective for 
the Gross Hard- 
ware Co. of Mil- 
waukee, Wis. 


ISCONSIN’S Larg- 

est Sporting 

Goods Store” is 

the slogan used 
by the Gross Hardware Co., of 
Milwaukee. The department is 
one of the most important in the 
entire establishment, as the in- 
terest of that portion of the public 
who take part in any type of sport- 
ing activities is continually being 
centered on the store. Several 
unique methods have been em- 
ployed to serve this purpose, in 
addition to the usual mediums of 
newspaper advertising and win- 
dow display. 

This year, a series of post cards, 
mailed to a carefully selected list 
of live prospects, proved very 
effective in stimulating the sport- 
ing goods demand. The first set 
of the series related to fishing 
tackle, and these were particu- 
larly well suited to arouse the in- 
terest of anglers in new tackle at 
the most opportune time. 

Preparations were started last 


se Don’t Forget — 


PIKE and MUSKIE SEASON 
<4 OPENS MAY 25th 


Have You Seen Our New Tackle 


You will certainly need some new tackle this 
year. Our assortment is the best we have ever 
had. All Nationally Known Makes in stock. 


Wisconsin's Largest Sporting Goods Store 


Get Your License Here 
WHILE YOU WAIT (‘No Notary Fee) 


FREE!!! i¢ yon bring this card with you 
Bottle of 3in-1 Oil 


GUN SPECIALS 
A new AUTOMATIC that 
oe, Sees ae a hit- 
ing. Saupe wit 
barrel. Pully G 
Made to sell at $55. 
$22.50 Double Barrel Shot 
$10.00 Single “ - 


‘ 
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winter for getting a suitable mail- 
ing list together for this particu- 
lar purpose. The store communi- 
cated with all of the prominent 
manufacturers of fishing tackle, 
asking that they be provided with 
the names and addresses of all 
persons in Milwaukee who had re- 
cently written the manufacturers 
requesting catalogs or other 
descriptive literature concerning 
fishing equipment. By early 
spring, the store was able to com- 


By J. M. WITTEN 


pile a mailing list of some 1500 
names of Milwaukee fishermen 
from the data provided by the 
manufacturers. 

As might be surmised from the 
method of procuring the mailing 
list, the names comprised a very 
select group of fishermen, who 
really were preferred prospects 
for fishing tackle. After all, it is 
logical to assume that any person 
who will take the trouble to write 
manufacturers for the latest 
“dope” on tackle represent the 
most enthusiastic class of anglers 
that exists. With these, the de- 
sire of possession has already 
been partially developed. It is up 
to the hardware store to take the 
next step. In doing this it is 
simply a matter of letting the 
tackle prospects know that you 
can supply the desired tackle, so- 
liciting their patronage at the 
same time. 

It was for this purpose that the 
Gross Hardware Co. used Card No. 
1, which is reproduced in an ac- 
companying illustration. It was 
mailed during the first few balmy 
spring days, when folks who like 
to fish are naturally thinking of 
the sport. It called attention to 
the fact that the store was pre- 
pared to serve fishermen with a 
large assortment of well known, 
high grade fishing tackle. It also 
extended an invitation to call and 
inspect the assortment. 

In following up the first card, 
other cards calling attention to 
the opening of the legal season 
for the various kinds of game fish 
were mailed. This was done with 
the realization that some fisher- 
men prefer to fish for bass, while 
others only fish during the muskie 
season. Also because some fisher- 
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Inexpensive Advertising Medium Proves Effective for Gross 
Hardware Co., in Milwaukee, by Speeding Up Tackle Sales 


men need to be reminded of the 
opening of the various seasons, 
before realizing that is time to 
“get set” with new tackle and 
equipment for the season’s fishing. 
Two of the cards which heralded 
the opening of the bass and mus- 
kie-pike seasons are shown. They 
were, of course, mailed about two 
weeks in advance of the actual 
opening day of each stipulated 
season. 

Results from the fishing tackle 
post card series were so gratifying 
that a similar card on hunting 
equipment was mailed this fall to 
10,000 Milwaukee hunters. This 
number comprised one-half of the 
total number of hunters who ap- 
plied for licenses in Milwaukee 
during the previous year. This 
card is also illustrated. Retail 
prices on some of the most popu- 
lar guns and shells were set forth. 
As further incentives -for a visit 
to the store, it was stated on the 
card that hunting licenses could 
be procured while you wait, and 
that no notary fee would be 
charged. A free bottle of gun oil 
was offered to those who brought 
the card to the store when they 
called. 

The sporting goods department 
in the Gross store occupies the 
major portion of an expansive bal- 
cony, running entirely around the 
main sales floor. Although the 
inviting arrangement of a compre- 
hensive stock of sporting goods, 
visible from the moment the visit- 
or crosses the threshold of the 
main entrance is magnet enough 
for most sportsmen, there are also 
other attractions. 

One of these, during the present 
football season is a branch box 
office, which is Milwaukee’s only 
source for football tickets to the 
Wisconsin University football 
games played on the home grid- 
iron at Madison, Wis., which is 
nearby. It has been estimated 
that at least half of the crowds 
that attend the games at Madison 





come from Milwaukee. Many of 
these procure their tickets at the 
booth located in the Gross sport- 
ing goods department. It is said 
that this feature brought 10,000 
men into this department of the 
store during the football season 
last year. 

On frequent occasions special 
sales are conducted on some of the 
most popular items in the sport- 
ing goods line. This year several 
very successful sales featured golf 
clubs. Separate clubs, sold at at- 
tractive prices, made possible by 
quantity purchases, were found to 
have a strong appeal. This was 
especially true of steel shafted 
clubs of known, readily recogniz- 
able quality. As many as 500 golf 
clubs have been sold by the store 
in one day during a special sale. 
Matched sets, especially priced, 
also sold rapidly on similar sale 
events. 

Golf goods, as a whole, moved 
so briskly this year, that sales in 
this line have been the largest in 
the firm’s history. Even before 
miniature golf had started to en- 
joy nation-wide popularity, the de- 
mand for golf goods was much 
better than in former years. Later, 
the vogue for miniature golf 
served as a stepping stone toward 
inducing others to take up the 
real game. This lent further im- 
petus to the demand, which is still 
good notwithstanding the lateness 
of the season and the approach of 


Government postal cards 
have been used by many 
hardware merchants to ad- 
vertise to a selected list 
of customers and pros- 
pects. Read how the Gross 
Hardware Co. made the 
idea bring increased sales. 


cold weather. It appears that 
golfers will play the game until 
the snow flies. 

In advertising, Mr. Faber, ad- 
vertising manager for the firm, 
lays out his copy so that each ad 
is distinctly prepared to be read 
by women or to be read by men. 
Attempts to incorporate items ap-— 
pealing to both are avoided in the 
same ad. Better results are at- 
tributed to this method than if each 
ad featured several items appeal- 
ing to men and as many others se- 
lected for their appeal to women. 
An accurate tabulation on men 
and women customers, which has 
been regularly maintained for 
many years, discloses that the 
Gross establishment is essentially 
a man’s store. At least men pre- 
dominate by a 2 to 1 ratio. Of 
every 1500 customers approximate- 
ly 1000 are men, while 500 are 
women. This constitutes another 
reason for the Gross policy of 
making the best of the splendid 
opportunity they have for selling 
sporting goods. 

Odd lots of sporting goods, such 
as discontinued, obsolete or in- 
complete lines of clothing or 
equipment are sold with little 
trouble to schools, institutions and 
organizations, who are glad to get 
job lots at a low price. These are 
usually organizations lacking suf- 
ficient funds for elaborate equip- 
ment and for the most part are 
schools who engage in inter-mural, 
rather than inter-scholastic sports. 
If each player on two baseball 
teams has a different color or cut 
of uniform, it makes no differ- 
ence. So long as it is a baseball 
uniform that is all that is neces- 
sary. When the store desires to 
dispose of merchandise of this 
type, a letter enumerating the 
“close-out” items available, to- 
gether with the prices being asked 
for the same are mailed to such 
organizations in the store’s terri- 
tory, and most often orders for the 
entire lot are forthcoming. 
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PLAN 
NOW 


for 


Christmas 
TOY 
PROFITS 


VERY holiday season 

Wolff - Griffis Hardware, 

Inc., Wilmette, IIll., sells 

from three to four thou- 
sand dollars’ worth of toys, but 
not without a deliberate campaign 
planned well in advance of the 
Christmas rush. A. C. Wolff and 
E. E. Griffis are the members of 
this firm. Long before the volun- 
tary buying starts they work to 
awaken the Christmas spirit so 
that their share of the holiday 
trade may be as large as possible. 

Dec. 5, 6 and 7, 1929, they held 
a three-day toy sale for the pur- 
pose of getting people into their 
store to see their holiday offer- 
ings. This laid the groundwork. 
From the telephone book they 
compiled a list of 3500 names of 
persons living in Wilmette, Kenil- 
worth and lower Winnetka, three 
adjoining towns in Chicago’s 
North Shore suburban belt. 

To each person an illustrated 
toy catalog in colors was mailed. 
About half of the catalogs were 
sent the day before the first day 
of the sale; the others went out 
the following day. 


ve 


j 
s Mj 
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Every boy wants to see the train that interests him right on the track. To satisfy this 
craving, to make a better display and to conserve space, Messrs. Wolff and Griffis, 
Wilmette, Ill., devised this compact electric train department. It’s all in the picture. 


In this way Mr. Wolff and Mr. 
Griffis “spread” the crowd so that 
their force could more easily take 
care of all comers. During these 
three days, of course, the store 
traffic was much increased, though 
the buyers were not so numerous 
as to overwhelm the clerks. 

The plan was effective. It served 
to make the people toy-conscious 
somewhat ahead of the season and 
it cleared away a good deal of the 
holiday business before the rush 
began. Moreover, it caused talk 
—talk about the attractive Wolff- 
Griffis displays. 

Though the catalogs drove only 
a part of the recipients into the 
store to take advantage of the 
sale, they had a cumulative effect 
that came to a climax at Christ- 
mas-time. In the hands of the 


small boy or girl, not to mention 
their parents, such literature had 
almost maximum pulling power. 
“It is important,” says Mr. 
Griffis,-“not to send catalogs of 
this sort too long in advance. 
When sent too soon, people forget 
their message. Also they are likely 
to forget the dates of the sale. 
Our purpose in holding the sale 
was not so much to sell toys im- 
mediately as it was to advertise 
our toy stock. In many cases, I 
am sure, customers bought their 
toys here who might otherwise 
have bought them at some of the 
big stores in the Chicago Loop.” 
Mechanical toys are pushed at 
Christmas-time in the Wolff-Grif- 
fis hardware store. These are the 
leaders. Some games also, but 
(Continued on page 80) 
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TRADE , 


WINDS 


By LLEW S. SOULE 


Largely a Matter of Viewpoint 


HERE is no such thing as one-man coopera- 
tion. It always requires two or more, and 
each must do his part if true cooperation is 
to be achieved. This is particularly true in 
regard to that close partnership of interest which 
should exist between the retail merchant and the trav- 
eling salesman; which does exist in the majority of 
cases, although unfortunately there are exceptions. 

In the present era of intense competition, the one 
point on which the independent retailer is weakest is 
that which deals with the selling efficiency of his 
employees. Retail salesmen, usually through no fault 
of their own, are not so thoroughly equipped to sell 
goods as they should be. Many of them are indus- 
trious, intelligent and sincere, but because they lack 
proper training, much of their natural efficiency is 
wasted. This is conceded by thinking merchants 
everywhere. 

Quite naturally the progressive merchant looks to 
the traveling salesman for constructive aid in train- 
ing his employees to sell. He realizes that no one is 
better qualified for the job, and that in most cases no 
one is more willing to help. On the other hand, there 
are some merchants who seem to resent even a friend- 
ly offer of assistance. Likewise there are some travel- 
ing salesmen who apparently resent the suggestion 
that part of their time might well be devoted to the 
training of men behind retail counters. Both are 
wrong. Both need a broader conception of their op- 
portunities and responsibilities. Both must even- 
tually attain that conception or be weeded out of the 
distribution field. 

Meanwhile, there are many well meaning merchants 
and salesmen who from sheer thoughtlessness, fail in 
their desire to be of service. We have in mind a 
hardware merchant who rightly insists that whenever 
a new line is added to his stock the salesman of that 
line must sell it to his sales force. But—he does not 
consult that salesman as to the most convenient time. 
Instead, he arbitrarily sets his own time, and in effect 
says: “Do it at this time or we will not stock your 
line.” His attitude often causes salesmen loss of time 
and unnecessary expense. The reaction is reflected 
in the fact that this merchant’s local competitor is the 
chosen representative for many highly desirable lines. 
He has the proper idea as to the value of sales train- 


ing, but a lop-sided viewpoint in the matter of true 
cooperation. 

Then there is the salesman we were told about on 
a recent southern trip. This man called on a prom- 
inent hardware merchant, in the effort to sell him a 
new line of merchandise. The dealer was busy, but 
took time to greet him pleasantly. “If you can wait 
for about 15 minutes,” he said, “you may then bring 
your samples back to the office, and I will go over 
them with you.” The salesman agreed and the mer- 
chant resumed his business with the contractor wait- 
ing in his office. 

What did our misguided salesman friend do? He 
opened his sample case, cleared off one end of a dis- 
play table and spread out his samples. Within 5 
minutes he had aroused the curiosity of every em- 
ployee in the store. They crowded around him, ex- 
amined the goods, listened to his effusions, and—neg- 
lected their regular work, as well as the customers 
who came in. 

The merchant noticing the confusion and the wait- 
ing customers, came out to learn the reason. Was 
he indignant? He was and rightly so. He curtly 
ordered the samples removed and sent his men back 
to their work. Then’he read the “Riot Act” to that 
salesman. Now it is probable that the salesman re- 
ferred te honestly desired to impart useful information 
to that merchant’s employees. However, he lacked 
consideration of the merchant’s.problem and the abil- 
ity to cooperate. 

He was selling a new line; one which had not yet 
been accepted by the dealer. He had been promised 
an opportunity to present that line in the regular 
way. He had no right to go to the employees until 
after the line had been purchased by the merchant, 
and his permission obtained. He had no right to dis- 
arrange the display table, or to draw those employees 
away from the tasks for which they were paid. He 
was thoughtless, undiplomatic—discourteous. His 
action placed a barrier between that dealer and sales- 
men generally. 

Yes—the hardware industry needs trained retail 
employees. It needs cooperation between merchants 
and traveling salesmen. But—it must be mutual co- 
operation, backed up by a thoughtful, intelligent con- 
sideration of the “other fellow’s” problem. 
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How Budge of Miami, Florida, 


Reduces Sales Resistance on Guns 
and Ammunition 


, 


66 UR window display’ 
has in our opinion 
done much to increase 
our business, which is 

generally very substantial at this 

season of the year, particularly re- 
garding guns and ammunition. 
We have put in our window a 
most natural effect, one that has 
enjoyed the compliments of the 
most critical and a setting that 
brought people from miles around 


By T. A. HAUSER 


Display Manager, 
Frank T. Budge Co., Miami, Fla. 


to see. It gave to the general pub- 
lic glimpses of many birds and 
animals one can only see out 
where the West begins—it brought 
the vast Everglades within their 
reach even though it were in con- 
densed form. Among our animals 


were the wild cats in a most nat- 
ural setting, fighting it would 
seem, over a fish brought from the 
stream; a raccoon hung from a 
branch as though to swing to an- 
other; the otter poised alert on a 
log feeding on some choice mor- 
sel; there is the opossum, the deer 
and various other animals. Among 
the birds we had cranes of various 
species, the Limpken (a shore bird 
never seen except in the remote 


This window display by the author of this article for the Frank T. Budge Company, Miami, 

Florida, is fully described on these pages. At this season of the year windows of this type are 

most effective in reducing sales resistance on the lines displayed. You can adapt Mr. Hauser’s 
idea to your own locality with similar satisfactory results. 
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and little known lakes and ponds 
of the interior), the American bit- 
tern, the curlew, a beautiful set- 
ting of owls, the redbreasted wood- 
pecker, several varieties of ducks, 
the goshawk, the reedbirds and 
blackbirds, and last but not least, 
a covey of quail hidden as in life 
’mid clumps of grass, standing 
alert with a setter on point mak- 
ing the scene most natural. 

All these denizens of the vast 
Everglades in a setting most nat- 
ural to them, consising of rushes, 
grasses, cabbage palms, trees, 
stumps set in a coral rock founda- 
tion with a ground of leafmold, 
muck, grass, twigs and other nat- 
ural beddings. In reality we have 
brought the big outdoors in, 
grouping therein, firearms of va- 
rious makes and those most used 
in this locality with a scattering 
here and there of shells, cart- 
ridges, etc. 


Display Helps Create Desire 
to Hunt 


This unique window display has 
created in many the desire to en- 
joy the sport of hunting and has 
brought to life that primitive feel- 
ing that must be hidden in every 
heart to meet wild things in their 
natural element and outwit them 
in their game of hide and seek— 
whether it be with camera or gun. 
This fact was brought to light by 
the many new faces that came into 
the store in search of information. 
And few went out without the nec- 
essary arms and ammunition to 
start them on their way. 

We are fortunate, indeed, to 
have in our service and connected 
with our sports department, men 
who are born to the wood, who 
love the smell of burned powder, 
the crack of a gun and the sound 
of whistling wings, who have 
stood alert watching their favor- 
ite dog come to point and snap into 
action as a covey of birds leave 
their haunts and scatter like furry 
balls in search of safety. Men 
who are capable, not only to ad- 
vise as to the various types of 
shooting to be had in South Flor- 
ida, but are also in a position to 


- heart of the angler. 


give authentic and reliable infor- 
mation of how, when and where. 
It is not “book-learned” informa- 
tion, but information secured 
from many years of actual expe- 
rience. 


Ties Up Store Interior with 
Window Appeal 


The interior of our store, partic- 
ularly the sporting goods depart- 
ment,. is decorated to please the 
eye of the sportsman. We have 
mounted sailfish, marlin, tarpon, 
bonefish and other varieties of 
fish to create ‘the desire in the 
Our gun 
racks are complete and in order, 
displaying many guns of many 
makes. This gun rack and our 
fishing rod rack are bordered with 
neatly lettered signs indicating 
the various makes of guns and 


fishing rods in our stock. All 
our stock is neatly displayed and 
is as complete as it is humanly 
possible as well as financially pos- 
sible to make it. We have spared 
no expense, nor will we spare any 
expense to give to the sportsmen 
complete service and those sports- 
men are, day in and day out, 
realizing we are dependable and 
always ready to give our utmost. 

The effect of this service is far 
reaching, and from far northern 
cities and towns inquiries pertain- 
ing to sports in general are con- 
tinually coming to us and are an- 
swered to the utmost satisfaction, 
whether it be fishing or hunt- 


- ing, by one of the sports depart- 


ment. who is in a position to give 
dependable data. This has not 
only created a local market for 
our merchandise but a market 
throughout the United States. 





AN UNRELIABLE BROADCASTER 





IN 1930 HE IS 
MISTAKING SUNRISE 
FOR SUNSET 





Orr in the Chicago Tribune 
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This display of hardware from the store of T. B. Rayle Company appeared in the window of Earl D. Miller, a retail jeweler in 


Detroit as part of a “Buy Now” campaign 


Campaign to 
Popularize Spending 


By D. G. BAIRD 


66 F you spend and I spend— 
no matter whether for a 
hat, suit of clothes, a pair 
of shoes, jewelry or a new 

car—then someone will have to 
make them and he will have money 
to spend,” Earl D. Miller, a retail 
cash jeweler in Detroit, declared 
in “An Open Letter to Open- 
Minded Detroit” the other day and 
promptly proceeded to demon- 
strate his unselfish attitude by in- 
viting leading downtown mer- 
chants in other lines to display 
their merchandise, together with 
credit cards and price tickets, in 
his display windows! 

Every merchant who received 
such an invitation accepted, ac- 
cording to Mr. Miller, and in the 
accompanying reproduced photo- 
graph of this jeweler’s display 
windows, you see sporting goods, 
golf equipment, fireplace fixtures, 
an automobile tire and battery, a 
floor waxer, vacuum cleaner and 


numerous other articles other 
than jewelry. There was a wash- 
ing machine in another window 
and a radio set in still another. 
Then there were men’s wear, wom- 
en’s wear, shoes, hats, furniture 
and other lines in other windows. 

All the hardware and sporting 
goods and most of the household 
appliances displayed were fur- 
nished by the T. B. Rayl Company, 
a large downtown hardware 
dealer. 

This was just one of the high- 
lights of an interesting and com- 
mendable campaign which, inaug- 
urated by a single retail mer- 
chant, has in a few days’ time de- 
veloped to unexpected proportions 
and bids fair to become an impor- 
tant factor in hastening the long- 
ed-for revival of business. 

Realizing that his own business 
depends upon general business 
conditions and that if spending 
can be popularized again, the bus- 


How a Detroit Jeweler 
cooperated with fellow 
merchants in a “Buy 
Now’’ Campaign. 


iness recovery will be early and 
rapid, Mr. Miller inaugurated his 
“Buy TODAY” campaign with an 
“Open Letter,” published as an 
editorial advertisement on his let- 
terhead in local newspapers: 

Dear Public: 

Detroit is beginning to loosen its 
purse strings—and the whole town 
feels better!” 

Let’s keep it up—what do you say? 

If you spend, and I spend—no mat- 
ter whether for a new hat, suit of 
clothes, a pair of shoes, jewelry or a 
new car—then someone will have to 
make them and he will have money to 
spend. 

Let’s keep on spending! Gold dol- 
lars today are selling at thirty cents! 

Spend today, and again tomorrow 
—every day! And it won’t be long be- 
fore the wheels are humming and 
your money will be coming back to 
you—and more with it! Stop listen- 
ing to the calamity howlers—BUY 
FROM THEM! 

This letter will be read by approxi- 
mately 300,000 Detroiters. Such an 
army of spenders can hasten prosper- 
ity. 

For PROSPERITY IS MADE BY 
SPENDING! 

Let’s spread the gospel!  Let’s 
spend something— BUY SOME- 
THING MORE YOU NEED TOoO- 
DAY! (Continued on page 79) 
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When R. W. Shapleigh 
Played Baseball 


ITH all eyes upon 
World’s Series base- 
ball, St. Louis will 
probably lose sight, 
temporarily at least, of a contest 
that took place long before “the 
series” was inaugurated. It was 


played on Sept. 1, 1881, between 
the teams of the Merchants’ Ex- 
change Club and the Diamond 
Edge Club. The latter team was 
made up of members of the A. F. 
Shapleigh & Cantwell hardware 
organization. 








A. F. SHAPLEIGH, Presiotwr. 
JOHN CANTWELL, Vice PatsioenrT. 


Syardwate 


pS the 
Gatlin oar 








Office fA GF haplagh b Cantwell 


Nos. 414, 446 and 422 North Main Sireet, 


GY Laut, ALY “of 







FRANK SHAPLEIGH, Seconp Vice PresioenT. 
ALFREDO LEE, Stcastany a Treasunen. 


Company 


xabauge #&eL 

















A recent general letter sent out 
by the Shapleigh organization con- 
tains some illuminating informa- 
tion about baseball at that time. 
This game was begun at 8.30 in 
the morning and the prize money 
was the sum of ten dollars. To 
win this game and the ten dollars 
was a strenuous undertaking. In 
those days no protection such as 
gloves or mitts existed. When 
they slammed one down at you, 
you had to grab it with your bare 
hands. Even the catcher had to 
catch with bare hands. Imagine, 
if you can, one of our present-day 
world’s series stars doing that, 
even at his princely salary. Do- 
ing it for ten dollars for the team 
is something else. 

It is not remembered who won 
the money. Perhaps that was not 
the most important thing in those 
days. 

R. W. Shapleigh, now head of 
the Shapleigh Hardware Co., of 
St. Louis, played shortstop on 
that team and acted as its cap- 
tain. Jerry Clark, now traveling 
for the Shapleigh house in Arkan- 
sas, played first base. Gus Shap- 
leigh, brother of R. W. Shapleigh, 
who died recently, played second 
base. Some of the other players 
appearing in-the lineup on the ac- 
ceptance reproduced here have 
passed away. 

Mr. Shapleigh, when asked for 
a photograph of the team of 1881, 
replied that photographs cost 
money in those days and the team 
had no money. 

Mr. Shapleigh admits he was a 
good baseball player and there 
seems to be plenty of evidence 
that he was. Billy Hughes, who 


turned up this old document and 
played on the opposing team, is 
authority for the prowess of the 
Chairman of the Board of Shap- 
leigh’s. 


He should know. 
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BUDGETING 
EXPENSES —a Man’s Size Job 


By MURRAY C. FRENCH 







66 ERE’S 
another 
request 
for ado- 

nation, Dad. One 

hundred dollars, they 
want. At that, it 


looks like a worthy 
cause.” 

Charley Bowman 
tossed a letter on his 
father’s desk. 

“Seems to me,” Charley went on, 
“that Bowman and Son’s is often 
too close fisted about little re- 
quests like this—especially from a 
good customer. 

“Fact is, I’ve been figuring. Got 
it right here in black and white. 
One hundred dollars seems like a 
lot of money. But figured against 
a hundred thousand dollar busi- 
ness it’s only one tenth of 1 per 
cent. See, like this. Decimal 
point—ought—ought—one (.001). 
Practically nothing.” 

‘“‘H’m, so you figure one hundred 
dollars is practically nothing!” 
said old Jim Bowman. “Now let 
me figure a minute. Figures never 
lie except when based on the 
wrong set of facts. 

“First, my boy, never forget that 
donations come out of net profits, 
not out of gross sales. Let’s say 


oC 


our net profit on that one hundred 
thousand dollar business is 5 per 
cent, or five thousand dollars. 
“Now, if I know my arithmetic, 
one hundred dollars is 2 per cent 
of five thousand dollars. 


Two per 





ADJUSTMENT CASH TICKET 











Date 
Name. a 
Address 
Cash Refund $_____Pd on Acot § 
Dep't O.K. 








Details 














Duplicates of these 
tickets are filed al- 
phabetically in “the 
morgue” giving in- 
stantaneous infor- 
mation on chronic 
complainers 











oa 





cent, Charley, is very decidedly 
something! Quite different from 
one tenth of 1 per cent. Isn’t it?” 

“Yes, but I didn’t think of it 
that way.” 

“And you say it’s a good cus- 
tomer who’s sponsoring this re- 
quest. All right. Suppose he and 
his family spend one hundred dol- 
lars a year with us, which is a 
very high estimate. They would 
have to trade here twenty years 
before the net profit from their 
patronage would amount to one 
hundred dollars. Twenty years, 
mind you! 

“Don’t forget it takes a good 
organization, working hard, to net 
$5,000 a year profit. If we give 
away $100, it means we all work 
one solid week just for the fun of 
making that gift. Is it worth it?” 

Charley held up his hands in 
surrender. “You win, Dad, you 
win! The fellow: ought to be 
ashamed of himself for asking 
such an outrageous amount.” 

Jim Bowman smiled at his son’s 
change of heart. “Oné of the 


Charley Bowman gets a lesson in profit 
percentages and donations 


comical things about the average 
store is its inconsistent attitude 
toward expenses. I’m afraid this 
store is no exception. 

“Every year when our final 
statement is made up we raise a 
big hullabaloo about the exorbi- 
tant and unreasonable expenses. 
The figures look so big when 
they’re totaled for the year, yet so 
inconsequential as they pass un- 
der our noses day by day. 

“So we rave for a couple of 
weeks about cutting expenses. 
Then we become all wound up in 
other things and expenses drift 
along as usual. In fact, if we have 
occasion to question an item of 
expenses we compare it with last 
year’s. If it’s no greater, we O. K. 
it. We forget we had ever de- 
nounced last year’s figures as be- 
ing excessive.” 

“Seems we need an expense 
budget,” Charley volunteered. 

“Seems we're going to have 
one,” his father echoed as he drew 
a ruled sheet from the drawer. 
“And here it is (Fig. 1). Ill con- 
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fess that preparing a budget of ex- 
penses is not so easy as it sounds. 
So I’ve laid out the plan here; now 
you’re to do the work. 

“Each month has three spaces 

for each expense account. First, 
last year’s expenditure; second, 
what you plan it should be this 
year; third, what it actually is this 
year.” 
_ “A man’s size job, if you ask 
me,”’ Charley mused as he studied 
the chart. “It all looks easy except 
that second item, the ‘should be’ 
figure.” 

“Right, my boy! It’s a heap 
easier to shout that expenses 
should be lower, than it is to put 
down in black and white exactly 
when, where and what they should 
be. But that, Charley, is 
what an intelligent 
budget consists of. It’s 
child’s play to shut your 
eyes and say if an item 
was $50 last year it 
should be forty this year. 

“Instead, let’s get out 
last year’s figures and 
scrutinize them item by 
item, month by month. 
Then let’s fill in our 
‘should be’ column for at 
least three months in ad- 
vance. Common sense — 
would demand also that 
whenever we make a 
‘should be’ figure lower 
than last year’s, we must 
at the same time put 
down on paper definite, 
workable details showing exactly 
how that saving’ shall _ be 
achieved.” 

“A man’s size job, no foolin’,” 
Charley muttered again. “But 
most sensible at that! Disraeli 
didn’t miss it when he said: ‘It is 
much easier to be critical than 
correct.’ ” 

Charley ran his finger down 
the list on the chart. “Seems 
you’ve left a lot of expenses out 
of your budget.” 

“That’s intentional,” said his 
father. “No use cluttering up our 
budget with items that can’t be 
controlled on a monthly basis, like 
these on this second list.” 

Jim Bowman handed his son a 
sheet showing this segregation: 

Expenses to be Budgeted Monthly 


Selling Salaries 
Other Salaries 
Advertising 


~Selling Salaries 


Miscellaneous... 


Office Supplies 

Store Supplies 
Wrapping and Delivery 
Window 

Donations 
Miscellaneous 


Expenses Not to be Budgeted Monthly 


Rent 

Insurance 

Taxes 

Light and Heat 

Freight and Express 
Interest 

Fixture Depreciation 
Bad Debts 

Telephone and Telegraph 
Adjustments 


“The expenses on this second 
list are governed more by our gen- 
eral policy than by any decisions 
we might make from day to day,” 
Jim Bowman explained. 

“T see you have adjustments on 


year 
SHOULD BE 
this 


Other Salaries.. BE 


this 


Advertising BE 
Office Supplies. BE 
Store Supplies.. ’ BE 


Wrapping & Del.. BE 


BE 
‘this year 





Fig. 1 
the second list,’ Charley re- 
marked. “We certainly ought to 


budget them so they won’t get too 
big.” 

“T think not,” said the older 
man thoughtfully. “Every adjust- 
ment must be made on its own 
merits. Nothing could be more 
foolish than for you to refuse to 
make a proper adjustment simply 
because your month’s appropria- 
tion was used up. No, sir, better 
not make any exact limits there.” 

It might be explained that Bow- 
man and Son handle adjustments 
strictly as an expense, the correct 
way. Adjustments should not be 
deducted from the day’s sales. 

For instance, suppose a com- 
plaining customer has been made 
a two dollar allowance. An Ad- 
justment Cash Ticket (Fig. 2) is 
made out and put in the drawer to 


account for the two dollar refund. 
If the adjustment was to be a 
credit on the customer’s account, 
it is entered exactly as though two 
dollars had been received from 
the customer. The Adjustment 
Ticket represents cash. 

The duplicates of these Adjust- 
ment Tickets are filed alphabeti- 
cally in what the Bowmans call 
their “Morgue.” Thus they have 
instantaneous information on 
chronic complainers, with details> 
of each transaction. 

Jim Bowman shoved a chair 
over toward his son. “Before you 
start on the ‘should be’s,’ Charley, 
sit down and let’s get a right view- 
point toward expenses. Always 
think of expenses as coming out 
of the profits rather than 
the sales.” 

“Yes, Dad, that makes 
it plain that the more we 
cut down expenses the 
more profit we make.” 

“With common sense 
reservations, yes. Ex- 
penses eat up _ profits. 
Right. Yet at the same 
time every item of ex- 
pense contributes its bit 
toward making those 
profits. Therefore the 
acid test of any expense 
is whether or not it pro- 
duces more profit than it 


consumes. There’s your 
budget yardstick. 
“Expenses are not 


something to be hated or 
neglected. They are the life blood 
of any store, the motive power that 
keeps it going. Choke the ex- 
penses, strangle the business. 

“It seems peculiar that when- 
ever a merchant tackles the prob- 
lem of expenses his only thought 
is of cutting them down. True, ex- 
penses are usually too high. It is 
equally true that some of them 
may be so low they produce less 
than they consume. 

“An expense budget is an effort 
to locate the exact amount just 
between ‘too much’ and ‘too little’ 
for each division of the expense 
account. Don’t look so bewildered, 
Charley. It’s for difficult problems 
like this that brains were in- 
vented.” 

Charley shook his head. “The 
desirability of raising expenses is 

(Continued on page 76) 
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ROM every section of the 
Hens reports show an un- 

usually active call for ammu- 
nition. This is particularly inter- 
esting in view of the decline in the 
number of hunting licenses issued 
for 1930 when compared with 1929. 
At that, this year’s hunters and fish- 
ermen number 6,425,000, and paid 
a total fee of $9,390,000. These 


UPLAND GAME 


Sova. Grouse 


Nov. 1-Jan. 31 15, 1931 
1-Feb. 


1-Jao.1 


Nov. 10-Dee. 31 
1s 
Oct. 15-Jan. 1 





charts, from the source indicated, 
give the highlights of game laws in 
the different States. Detailed in- 
formation on both American and 
Canadian hunting laws, seasons, 
etc., is available from the U. S. De- 
partment of Agriculture, Washing- 
ton, D. C. Ask for “Game Laws, 
Farmers Bulletin, No. 1647.” The 
charge for the booklet is five cents 





SAMUEL McKNIGHT HDWE. 
OPENS BRANCH STORE 


The Samuel McKnight Hardware Co., 
North Side, Pittsburgh, opened its new 
branch store at 529 Lincoln Ave., Belle- 
vue, Pa., on Oct. 2, 3 and 4. The com- 
pany first entered the Bellevue field in 
1925 by purchase of the Bellevue Hard- 
ware Co., and the new store fills re- 
quirements for larger store space as well 
as storage quarters. 

In the new location the main sales floor 
provides 1800 sq. ft. of display space, 
and on either side of the storeroom, along 
the walls, all-steel shelving and show- 
cases have been installed. The shelves 
are 7 ft. 6 in. in height, eliminating the 
necessity of using ladders to bring down 
merchandise. A portion of this shelving 
is inclosed with panel doors on which 
all articles are sampled. Housefurnish- 
ing goods are shown on the left-hand 
side, while cutlery, tools and builders’ 
hardware are maintained on the left-hand 
side and rear right. Illuminating fixtures 
are all of modernistic design, blending 
effectively with a white enamel ceiling. 
Seven display tables are ranged in the 
center floor, displaying numerous articles, 


and a specially designed cutlery and small 
tool counter is placed in front of the 
display tables. Lawn mowers, stoves and 
larger items are displayed in the rear on 
platforms. The back of the building, used 
for storage purposes, contains 1500 sq. 
ft., and is separated from the sales por- 
tion by the office. A cellar having 2500 
ft. of floor space has been remodeled to 
meet the requirements of storage for 
hardware, paint and glass. A large load- 
ing platform at the rear entrance is used 
both for receiving and reshipping mer- 
chandise. 

Hugh F. McKnight, an N. R. H. A. 
director, is president of the McKnight 
company; George M. McKnight, vice- 
president; J. Harold Dumbell, secretary- 
treasurer; Harry J. Wagner, Jr., credit 
manager and auditor. John A. Watson, 
who has been in charge of the company’s 
old store at Bellevue, will supervise the 
new establishment. 


FIGURES SHOW SLIGHT DECREASE 
IN HUNTING LICENSES IN 1928-29 


More than 6,425,000 hunting licenses 
for taking wild game were issued to 
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each. The man who has charge of 
your guns and ammunition and 
other sport goods could use this 
information to advantage. Many 
of your customers will plan fall 
hunting trips and would appre- 
ciate a few particulars about the 
laws in the places where they plan 
to do their hunting. Write today 
for your booklets. 


sportsmen throughout the United States, 
including Alaska, in the season 1928-29. 
The revenue to the States amounted to 
more than $9,390,000. This sum includes 
receipts from combined hunting and fish- 
ing licenses, but not from licenses issued 
for fishing only. Detailed figures for 
the season, compiled by the Bureau of 
Biological Survey of the United States 
Department of Agriculture, show a 
slight decrease in the number of licenses 
issued and a small increase in the money 
receipts as compared with the preceding 
three years. In the 1925-26 season 5,-~ 
332,375 hunters paid for their licenses 
a total of $7,130,102, while in the 1926-27 
season 5,989,795 hunting licenses were is- 
sued, bringing a revenue of $8,187,223 to 
the States. In 1927-28 6,462,555 licenses 
were issued, and the fees paid were $9,- 
338,173. 

New York State, with 677,137 licenses 
and $703,047 in money returns, and Penn- 
sylvania, with 517,793 licenses and a 
revenue of $998,834, head the 1928-29 
list. Only 17 States licensed more than 
1000 non-residents or aliens, New York 
leading with 5409, Maine second with 
3864, and Massachusetts third with 3462. 
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Get Your Business ona 


BANKABLE BASIS 


HEN a banker is 

approached for 

credit,” says J. P. 

Kennedy of the 
Bank of Italy, Pasadena, Cal., “the 
three words that immediately 
come to his mind and for which he 
wishes an answer is WHY? 
WHEN? HOW? WHY is loan re- 
quired? WHEN will it be repaid? 
HOW, or from what source? If 
the money is required for a legiti- 
mate purpose and it is very neces- 
sary, from the banker’s viewpoint, 
that it should be for a legitimate 
commercial transaction and not 
for capital, and he can see that 
the loan is likely to be paid when 
promised and the source from 
which the money is coming, the 
credit will undoubtedly be 
granted. 

“Men almost invariably consider 
themselves worth more than they 
really are. The banker will talk 
over your statement, first, to cor- 
rect over-valuations, and, second- 
ly, to afford a fair index to the 
borrower’s habit of mind. 

“Remember the bank is lending 
customers’ money which must be 
safeguarded, and the question is 
not only one of security but also 
of ability to pay in 60 or 90 days, 
as the case may be. The only 
thing that makes business good is 
nimble dollars. A banker works 
on a very small margin of profit. 
Usually only 1 per cent, and if he 
loses $100 it is the interest on 
$10,000 for a year. Your quick 
assets should at least be 2 to 1 
of your current liabilities. 

“Those who loan money must 
consider what may happen under 
the most unfavorable circum- 
stances. The causes of failure are 
usually well known to the credit 
department of a bank, and they 
know what the common pitfalls 
are that you should avoid. 


“There is so much difference be- 
tween the going value and liquida- 
tion value that a bank has to con- 
sider a good deal more than the 
net worth as revealed by a finan- 
cial statement. 

“The merchant must be ever on 
the watch for changing business 
conditions, as nearly all business 
changes come in cycles. 

“A study of your business and 
the effect of buying goods on the 
installment plan leads me to the 
belief that I would only be doing 
right in warning those who may 
at present be doing business on a 
cash basis to hesitate and consider 
well before jumping into the credit 
business. The great economic 
problem in this country to day is, 
‘How far can we go in mortgaging 
the future for the wants of the 
moment?’ 

“Increased understanding of the 
methods and policies of banks by 
business men will mean better ser- 
vice for them and more pleasant 
and satisfactory arrangements. 


U. S. Commercial Failures 
Show Slight Decrease 


Comparatively little change was 
noted in the commercial failure re- 
port for the week, according to the 
business reviews. Both analyses of 
conditions, however, point out that the 
average number of defaults is still 
considerably above that for the com- 
parable periods of 1929. R. G, Dun 
& Co. reported 488 failures for the 
week, a decrease of 9 from last week’s 
figure. This compared with 428 de- 
faults a year ago, and was an im- 
provement over the report for the 
week preceding, when the total of 497 
failures was 137 in excess of the same 
period of 1929. Bradstreet’s review 
reported 430 failures, against 429 a 


Remember, the banker is only han- 
dling trust funds. It is not his 
money, so he must be careful. Be 
frank with him. Confidence begets 
confidence. 

“Make a friend of your banker 
and consult him even before you 
need him. He is easily approached, 
for there are no private offices 
now. It is a very good idea to give 
a financial statement to your bank- 
er once a year, whether you need 
credit or not. 

“There is no formula for credit. 
Every case has its own peculiari- 
ties. No loan policy can be deter- 
mined upon without exceptions. A 
bank desires to have alert, success- 
ful customers whose business will 
be increasingly valuable with 
their continuous growth. A good 
banker takes an interest in his 
customer as well as from him. 
Your success is our success, and 
we hope that you will fully avail 
yourself of the many and varied 
services that the modern bank has 
to offer.” 


week ago and 364 in the same week 
of 1929. 

Canadian failures also decreased, 
dropping to 34 from 54 a week ago, 
but were above those for the same 
week of 1929, when the total was 42. 

Geographically, Bradstreet’s  re- 
ported fewer failures in the New 
England, Middle Atlantic and West- 
ern sections of the country, while 
other areas showed increases. Dun’s 
review concurred in reporting de- 
creases on the Pacific Coast, but indi- 
cated that other sections had reported 
more defaults. 

A small decrease was reported in 
the group of failures in businesses 
using up to $5,000 of capital, the per- 
centage falling to 74.4 from 74.8. En- 
terprises using from $5,000 to $20,000 
of capital gained from 16.3 per cent to 
17.4 per cent. 
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WINCHESTER APPOINTS 
THREE VICE-PRESIDENTS 

At the regular quarterly 
meeting of the board of di- 
rectors of the Winchester Re- 
peating Arms Co., New Haven, 
Conn., Edwin Pugsley, who has 
for many years been factory 
superintendent in charge of all 
manufacturing operations, Clif- 
ford R. Babson, director of 
sales, and Thomas C. Johnson, 
product engineer, were made 
vice-presidents. These advance- 
ments followed the resignations 
of Henry Brewer as vice-presi- 
dent and secretary and Leslie 
R. Thompson as vice-president 
and treasurer, as mentioned in 
HarpwareE AGE on page 51 of 
the Oct. 2 issue. 

Mr. Johnson joined the or- 
ganization in 1885 and has been 
product engineer for many 
years. He has been identified 
with the major part of the his- 
tory and development of the or- 
ganization and has produced or 
had a part in designing most of 
the Winchester rifles and shot- 
guns known today. Richard*D. 
Jack has been advanced from 
the position of comptroller and 
assistant treasurer to treasurer. 
Arthur E. Hodgson, who was 
formerly assistant secretary, 
has been appointed secretary of 
the concern. All of the above 
promotions have been made 
from the ranks of the concern, 
which is a significant fact. Mr. 
Babson continues to have charge 
of sales policies, while Mr. 
Pugsley retains charge of fac- 
tory operation. : 


—_— 


MRS. WINSLOW DIES 


Mrs. A. H. Winslow, wife of 
A. H. Winslow, president, <A. 
H. Winslow, Inc., Bennington, 
Vt., wholesale and retail hard- 
ware and mill supplies organi- 
zation, died Sept. 6. She had a 
wide circle of friends. 


FILES AND RASPS 
PRODUCTION UP 1.7 P. C. 
(From Our Washington Bureau) 


The value of files and rasps 
produced in 1929 by 33 estab- 
lishments 


was $12,556,019, an 








increase of 1.7 per cent over 
$12,346,529, reported by 36 es- 
tablishments in 1927, according 
to the Bureau of the Census. 
Of the 1929 value, $12,131,072 
was made up of metal-working 
files and rasps. There were 7,- 
718,958 doz. reported by quan- 
tity, with a value of $11,705,298. 


J. A. LUCAS JOINS FED- 
ERAL UNDERWRITERS 


J. A. Lucas has joined the 
staff of the Federal Hardware 
& Implement Underwriters. Mr. 
Lucas, who is a son of Col. E. 
E. Lucas, secretary of the Pa- 
cific Northwest, Oregon and 
Idaho Retail Hardware and Im- 
plement Underwriters, is now 
field representative in eastern 
Washington of the underwrit- 
ers. Since his high school days 
he has been a member of the 
secretarial staff at Spokane, 
Wash., where mutual insurance 
for the three associations in the 
Northwest is handled. 

Mr. Lucas succeeds his uncle, 
the late A. R. Almquist. Last 
month he finished a_ special 
training course at the Federal 
offices. J. Vernon Honey rep- 
resents the organization in 
western Washington and Seat- 
tle, and Leo O’Connell covers 
Idaho, from Boise. 


AMERICAN STOVE MOVES 
ADVERTISING OFFICES 


Qn Sept. 30 the advertising 
department of the American 
Stove Co. was moved from 
Lorain, Ohio, to Cleveland, 
Ohio. Offices of the depart- 
ment are now located at 1825 
E. Fortieth Street, Cleveland, O. 





PITTSBURGH DEALERS 
OPEN FALL SEASON 


The Pittsburgh Retail Hard- 
ware Dealers’ Association held 
its first meeting of the fall sea- 
son at the Roosevelt Hotel in 
that city on Sept. 26. The 
meeting was in the form of a 
general discussion of business 
problems, with no scheduled ad- 
dresses. New officers were in 
charge as follows: James M. 
Scott, president; Theodore 
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Backoefer, treasurer, and 
Charles W. Scarborough, sec- 
retary. 


SLATER JOINS HOLLAND 
HARDWARE & PAINT CO. 


W. K. Slater recently joined 
Sidney C. Holland in the Hol- 
land Hardware & Paint Co., 538 
Powell St., Portland, Ore. The 
firm conducts a wholesale and 
retail business. Mr. Slater was 
well known as a member of the 
Honeyman Hardware Co. or- 
ganization for many years, hav- 
ing been a salesman. He was 
a member of the order depart- 
ment at one time. For the past 
four years Mr. Holland has 
been in the retail hardware 
business. 


W. P. COLLINS IS MANU- 
FACTURERS’ AGENT 


W. P. Collins is now a manu- 
facturers’ representative, special- 
izing in builders’ hardware and 
building material lines. Mr. 
Collins recently disposed of his 
interest in the Western Hard- 
ware Corp., formerly the West- 
ern Brass Mfg. Co., San Fran- 
cisco, Cal. He was well known 
to the trade as president and 
general manager of the above 
concern. In 1906 he started 
with a plating works which 
later became the Western Brass 
Mfg. Co. For several years he 
was a manufacturers’ agent in 
Southern California. Mr. Col- 
lins plans to include the entire 
Pacific Coast in his territory. 


WALTER G. WEBB DIES 


Walter Glidden Webb, a 
salesman for the Samson Cord- 
age Works, Boston, Mass., for 
many years, died on Sept. 25 at 
the Faulkner Hospital, Boston, 
Mass. He was a native of New 
Castle, Me., where he was born 
on Feb. 14, 1861. As a young 
man he went to Boston, making 
his home in or near there ever 
since that time. Mr. Webb is 
survived by a daughter and a 
brother. _ His wife, who was 
Sarah Grace Daniels, died about 
a year ago. 


RECKNAGEL APPOINTED 
BY CORBIN SCREW CORP. 

R. O. Recknagel has been 
appointed to succeed the late 
Howard L. Hancock as man- 
ager of the Philadelphia, Pa., 
office of The Corbin Screw 
Corp., New Britain, Conn. The 
death of Mr. Hancock was re- 
corded in the Sept. 18 issue of 
Harpware Ace. Mr. Reck- 
nagel is a native of New 
Britain and has been with the 
Corbin organization for about 
20 years. For the past 10 
years he has been New York 
State representative of the 
company, living in Utica, N. Y. 


ELECTRIC WASHER SALES 
SHOW 13.5 P. C. GAIN 


The household laundry ma- 
chine industry reflected a sharp 
growth in 1929, when, accord- 
ing to the Bureau of the Cen- 
sus, its output by 63 establish- 
ments was valued at $76,090,- 
563, an increase of 13.5 per 
cent as compared with $67,015,- 
573, reported by 75 establish- 
ments for 1927. The 1929 pro- 
duction was made up principal- 
ly of washing machines, whose 
number was 1,040,692, valued 
at $66,430,385, as against 911,- 
573, valued at $63,244,251, an 
increase of 14.2 per cent in num- 
ber and of 5 per cent in value. 

While the number of elec- 
tric washing machines, 874,765, 
showed an increase of 15.1 per 
cent over those produced in 
1927, the value, $55,450,194, 
showed a decrease of 0.2 per 
cent. Internal combustion wash- 
ing machines were shown by 
separate classification for the 
first time in 1929, totaling 124,- 
426, valued at $10,468,993, as 
against internal combustion and 
other power machines, except 
electric, numbering 151,742, val- 
ued at $7,669,854 in 1927. Iron- 
ing machines showed a sharp in- 
crease in 1929, the number pro- 
duced being 99,072, valued at 
$4,263,658, a gain of 42.1 per 
cent in value over the 1927 pro- 
duction, whose number was not 





shown in 1927. 
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ARTHUR MANGRUM DIES 


Arthur Sherman Mangrum, 
65, president, Mangrum-Hol- 
brook Co., San Francico, Cal., 
wholesale hardware distributors, 
died Sept. 3 of septic poisoning 
following an appendix opera- 
tion at the St. Francis Hospital 
in that city. He was a native 
of Indiana, but went to Califor- 
nia, starting his business at San 
Jose in 1887 with H. W. Otter. 
In 1895 the business was incor- 
porated in San Francisco, where 
it grew rapidly until destroyed 
by the fire of 1906. 

In 1906 Mr. Mangrum took 
an active part in the rebuilding 
of that city. The firm of Man- 
grum & Otter resumed business 
very soon after the fire. In 
1929 the firm name was changed 
to Mangrum- Holbrook Co., 
with Mr. Mangrum becoming 
president. 





POT & KETTLE CLUBS 
START ACTIVE SEASON 


The Los Angeles branch of 
the Associated Pot & Kettle 
Clubs of America had its first 
meeting of the new season Sept. 
9, at which time plans for a pic- 
nic on Oct. 12 were made. On 
Sept. 16 the Portland club held 
a meeting, which was attended 
by 26 members and guests. 
Lieut. Tichnor, Portland Police 
Reserves and head of the Sun- 
shine Division, a charitable or- 
ganization, spoke to the group. 
Other features of the program 
were singing and instrumental 
music. On Sept. 11 the San 
Francisco unit held a meeting, 
at which time a report was made 
by members, who attended the 
Seattle convention of the or- 
ganization. 


WEBSTER MARBLE DIES 


Webster L. Marble, founder 
of the Marble Arms & Mig. 
Co., Gladstone, Mich., died Sept. 
22, following a short illness. 
During the World War he 
made over a million rifle sights 
for the Allies. 





NEW ENGLAND ASS’N 
HOLDS ANNUAL OUTING 


Some 90 members of the New 
England Iron & Hardware As- 
sociation and guests attended the 
annual fall outing of that or- 
ganization last week, at the 
Sandy Burr Country Club, 
Wayland, Mass. It was the first 
time such an outing was held 
there, as previous affairs were 
held at Swampscott, Mass. 

The outstanding feature of 





the annual outings is a golf 
match. This year the card was 
an exceptionally long one. Golf 
honors were carried off by C. 
B. Doten, F. C. Reed, R. Cham- 
berlain, F. Scannell, E. C. 
Church, W. A. Ready, W. B. 
Hanson and C. F. Lapham. 
Prizes won were donated as 
follows: William H. Bowe, 
president of the association, 
bath scales; Bethlehem Steel 
Co., cigarette case; Decatur & 
Hopkins Co., silver pitcher; 
American Screw Co.,_ silver 
cocktail set; Clark Brothers 
Bolt Co., golf bag; John B. 
Varick Co., vacuum bottle; Re- 
public Iron & Steel Co., Nut 
Division, electric clock; Amer- 
ican Steel & Wire Co., golf 
bag; Bigelow & Dowse Co., 
electric toaster. 

Mr. Bowe presided at the din- 
ner which followed the golf 
match. He introduced Harry 
L. Doten, who was in charge of 
the golf arrangements. Mr. Do- 
ten presented the prizes to the 
winners of the day. 





DROUGHT IS DECIMATING 
FISH POPULATION 


The drought has lowered the 
level of streams and lakes in 
the United States to such an 
alarming extent that the Bu- 
reau of Fisheries now has men 
working in nineteen states to 
remove fish to localities where 
they will have a better chance. 
In Alabama, Arkansas, Connec- 





ticut, Georgia, Indiana, lowa, 
Kansas, Louisiana, Massachu- 
setts, Missouri, New Jersey, 
New York, North Carolina, 
South Carolina, West Virginia, 
Illinois, Oklahoma, Nebraska 
and Texas rescue operations are 
under way in varying degrees. 

In the upper Mississippi River 
area more than 115,000,000 fish 
have been collected for removal. 
The water shortage has been 
particularly serious in Alabama, 
Louisiana, Oklahoma, Arkansas, 
Kentucky, West Virginia, Indi- 
ana and Kansas. The - rescue 
operations were carried on as 
the result of a survey made by 
the bureau, according to Com- 
missioner Henry O'Malley. 
Thirty-nine states were covered 
in the survey. The greatest 
amount of harm to fish popula- 
tion occurred in regions where 
agriculture has been the heav- 
iest sufferer. 

Twelve states reported that 
moderate damage has occurred 
to fish population oniy locally 
in some instances. One or two 
of the western states and north- 
ern New England report that 
streams and lakes are in better 
condition for fish life than for 
several previous seasons: An- 
other point of interest brought 
out by the survey is that in a 
number of sections a phenom- 
enally successful catch of bass 
was experjenced this spring. 
Mr. O’Malley states that the 
loss of fish life from the 
drought will undoubtedly be no- 
ticeable for some time to come. 


New Haven Clock and Westinghouse Offer New 
Electric Clock—Have Not Merged 


A revival of the clock busi- 
ness, which is expected to de- 
velop into a billion dollar mar- 
ket, was forecast by an an- 
nouncement of R. H. White- 
head, president of the New 
Haven Clock Co., New Haven, 
Conn., to the effect that his or- 
ganization has just reached a 
business arrangement with the 
Westinghouse Electric & Mfg. 
Co., East Pittsburgh, whereby 
both these organizations will 
shortly offer to the public the 
new New Haven-Westinghouse 
electric clock. 

In speaking of distributing 
plans for the New Haven- 
Westinghouse electric clock, 
Mr. Whitehead said: “We have 
augmented our sales and adver- 
tising organization with new 
blood and have already demon- 
strated outstanding ability in the 
merchandising of this line to 
date. One hundred and thirty 





selected wholesalers were con- 
tacted and 128 have been ap- 
pointed as distributors. At first 
we will introduce several types 
of these electric clocks to the 
public, but the type we think 
will get the public’s attention is 
the ,Sub-synchronous, self-start- 
ing motor alarm clock, the ac- 
curacy of which is controlled by 
the impulses of alternating cur- 
rent from the central station.” 

In all of the new electric 
clocks the slow speed sub-syn- 
chronous self-starting Westing- 
house motor will be used. This 
little motor makes only 200 rev- 
olutions per minute. The slow 
speed means longer life and less 
gear reduction, tending to make 
the clock noiseless. 

Mr. Whitehead also stated 
that there is at this time no in- 
terchange of financial interest 
between the two companies, nor 
any exchange of stock or inter- 
locking of directorates. 





PENNSYLVANIA ASSN. 
HOLDS MEETING 


On Thursday and Friday, 
Sept. 18 and 19, the Pennsyl- 
vania Wholesale Hardware & 
Supply Ass’n held a meeting in 
Williamsport, Pa., which was 
attended by thirty members, rep- 
resenting seventeen member 
firms. Thursday evening was 
given over to a banquet, with 
R. C. Wenck, second vice-presi- 
dent, acting as toastmaster. Fri- 
day morning the business ses- 
sion was held at the Lycoming 
Hotel. Frank Stockdale, Colum- 
bus, Ohio, spoke on “What’s 
Ahead for the Hardware Dis- 
tributor.” T. F. Miller, Hun- 
tingdon, Pa., discussed “The 
Effects of New Models and 
New Ideas on Our Present 
Stock.” Other discussions and 
speakers were: “Why Do We 
Permit Public Service Corpora- 
tions to Compete with Us On 
An Unfair Basis,” E. F. Glock, 
Johnstown, Pa.; “Can the Job- 
ber Make More Profit?—Yes,” 
U. Grant Barr, Lancaster, Pa.; 
“Credits and Collections,” W. 
N. Eberhard, Allentown, Pa., 
and “The Chains—Are They 
Coming or Going?” Frank H. 
Mappes, Bradford, Pa. 

Luncheon for the men was 
held at the hotel. For the ladies 
attending an auto trip and lunch- 
eon at a country club were the 
features. Officers of the associ- 
ation are: C. S. Seamans, The 
Bittenbender Co., Scranton, Pa., 
president; Mr. Mappes, Emery 
Hardware Co., Bradford, Pa., 
first vice-president ; Mr. Wenck, 
Kline & Co., Williamsport, Pa., 
second vice-president; George 
A. Rick, Stichter Hardware 
Co., Reading, Pa., sergeant at 
arms; George D. Krause, 
George Krause Hardware Co., 
Lebanon, Pa., treasurer, and E. 
P. Thomford, The Bittenbender 
Co., Scranton, Pa., secretary. 





CECO OPENS CINCINNATI 
DISTRIBUTION BRANCH 


E. T. Maharin, vice-president 
in charge of sales of the CeCo 
Mfg. Co., announces the open- 
ing of another wholly owned 
distributing branch at 800 Syc- 
amore St., Cincinnati, Ohio. 
Eric Matchette, formerly presi- 
dent of the Carnegie Distribut- 
ing Co., Pittsburgh, Pa., a Ce- 
Co subsidiary, has taken charge 
of the new corporation, known 
as the CeCo Radio Tube Co. of 
Ohio, Inc. Emmett Tydings has 
succeeded Mr. Matchette. 

By the formation of the Cin- 
cinnati branch there are seven 
CeCo distributing subsidiaries. 
The others are in New York, 
Boston, Providence, Pittsburgh, 
Chicago and Philadelphia. 
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Two Simple Display 


Fixtures for Toys 


Easily Constructed. Can Be Taken Apart and Stored 
in Small Space 


URING the holiday season al- 

most every store that sells 

toys has its carpenter depart- 
ment construct stands and counters. 
These usually are of the common- 
est square construction and after 
they have lived their usefulness are 
broken up. 

We present several stands and 
shelves that have been designed by 
Homer Bowers, buyer of the Frank 
L. Stutson Co., Washington Court 
House, Ohio. Mr. Bowers merchan- 
dises a number of departments, 
among which are toys, and much 
space is needed for this section dur- 
ing the holiday season. 


Figure 1 shows the end of a dis- 
play unit. There are two such ends. 
They are constructed of smooth 
hardwood. Almost any width and 
thickness of wood can be used. The 
center pieces, of which there are 
two, are five and one-half feet high. 
These are placed one foot apart. 
Then there are two pieces that are 
four and one-half feet high. These 
are placed three feet apart. They 
are fastened across the top with a 
square piece of wood. The smallest 
uprights are three feet high. These 
are placed five feet apart and fas- 
tened across the top with a similar 
square piece of wood as the others. 
The six uprights are fastened to a 
heavy base of lumber which in turn 
can be fastened to the floor. The 
finished ends are placed six feet 
apart and shelves placed between 
them. The shelves rest on the 
square strip across the tops of the 
uprights. This unit furnishes three 
shelves, one, one foot wide, another 
three feet wide and the other five 
feet wide, and all six feet long. 
The shelves are fastened to the 
ends with screws. Thus the screws 
can be removed and the unit stored 
away for future use. 


Figure 2 shows a wall shelf. The 
base is three feet wide. The rear 
upright is six feet high. The slop- 
ing upright is six and three-quar- 
ters feet. The ends can be over- 











lapped to simplify construction. 
When these have been joined to- 
gether three square strips are fas- 
tened across them. One of these 
uprights is needed for each end. 
Shelves are placed across the open 
space and rest on the square strips 
fastened to the uprights. A board 
about six inches wide is fastened 
along the back to prevent things 
from being pushed off the shelves. 
The shelves and back are screwed 
on so that they, too, can be re- 
moved and stored for future use. 
For wheel goods, such as automo- 
biles, tricycles, and velocipedes, Mr. 
Bowers constructs platforms about 
two feet high. These are about six 
by nine feet. These consist of three 
small strong carpenter horses over 
which he places strong boards, and 
drapes the bottoms so as to hide 
the horses. This system of display- 
ing this type of toys has 
proved very successful. 
It prevents children 
from climbing into the 
toys and riding them 
around the floor, yet 
they can easi- 
ly be taken off 
the platform 
and set on the 
floor by the 
salesman. It 
also prevents 
breakage. 
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| An entirely new type 








Perfection High Power Burner 


of oil stove burner is 
announced by Perfec- 
tion Stove Co., Cleve- 
land, Ohio, as the out- 
standing feature of its 
1931 line of oil stoves 
and ranges. It is the 
High-Power Perfection, 
combining the advan- 
tages of both long and 
short drum types, ac- 
cording to the maker. 
Drums are of the tilt- 
ing type, shorter, than . 
the average, larger in diameter and cone 
shaped at the top. A more powerful heat 
is created at the cooking surface than is the 
case with any present short drum~ burner, 
say the designing engineers. The new 
burner does not allow the flame to come in 
actual contact with the utensil. The base 
of the burner drum is fitted to a collar, 
which in turn is seated on a zinc-plated 
ring having carefully designed openings for 
the entry of air to the point of combustion 
The lower rim of the drum has additional 
perforations, and the burner has a specially 
designed flame spreader with a new arrange- 
ment of air vents. Inside the drum is a 
baffle that prevents boil-overs from stopping- 
up the base holes. It is rated as a nine minute 
burner. The new line offered by Perfection 
this year has the additional advantage of a 
more extensive use of porcelain enamel and 
a wider variety of color combinations for 
modern kitchens. 





Spiral Ratchet 
Screw Drivers 


The Bridgeport Hardware Mfg. 
Corp., Bridgeport, Conn., is now 
producing spiral-ratchet screw 
drivers of the non-skid type. A 
new type handle, allows a firmer 
and more comfortable grip, and 
the long driving nut assures 
longer life: Extra large pawls 
provide greater strength, Im- 
proved chuck prevents blade 
from jamming. Collar, sleeve 
and cylinder are rigidly keyed 
together. The non-skid bit has 
a ribbed point, which will not 
slip out of the screw slot. It 
prevents scratching, gouging and 
marring of materials. No. 75, 
standard or medium size lists at $3.25. It 
is 18% inches -with bit extended and 13 
inches when closed. Three bits are in- 
cluded; 5/32, 3/16 and 7/32 inches 
Weight per dozen is 124 lbs. List price 
on No. 74 is $4.25. It is a heavy duty 
spiral-ratchet designed especially for turning 
large screws. Length with bit extended is 
25 inches. With bit closed it is 16%4 
inches in length. Three bits supplied are: 
7/32, Y and 9/32 inches respectively. 
Weight per dozen is 19 Ibs. No. 73, a short 
seven ounce model, is ideal for small screws 
List price is $2.50. Length with bit ex- 
tended is 12% inches. With bit closed 
length is 9% inches. Bits supplied are %, 
9/32 and 5/16 inches. Weight per dozen 
is 8 Ibs. Quick return types 175, 174 and 
173 are of the same sizes as the other three 
models. They list at the following prices 
respectively; $3.70, $4.85 and $2.90. These 
models are ideal for drawing and driving 
screws that are hard to get at. List price 


per set of 3 bits is 90c., dealer cost is 60c 
_—" screw drivers discount to dealers is 
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Arcade Caterpillar Tractor 


Arcade Mfg. Co., Freeport, Ill., offers this Caterpillar tractor model 
in three sizes. It is an attractively colored toy with baked enamel 
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Fy eee 
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finish and is constructed of cast iron. Suggested retail prices are: 
$1.75, $1.00 and 75c each. Cost to dealer is $15.00, $8.00 and $4.00 


per dozen respectively. 


Hercules Jazz Band Set 


The Hercules Jazz Band set No. 1000 consists of 11 inch bass drum 
with clown lithographed on both sides, 5 inch snare drum, 4% inch 
cymbals, 4 inch triangle, 2 inch bell and 8 inch drum sticks. Base is 





9% wide and 7 inches deep. Set is packed up in lithographed car- 

ton, to retail for the suggested price of $1.00. The Owens-Kreiser 
Co., 45 East Seventeenth Street, New York City, is the distributor 
of this toy 


Walter Hagen Sand Wedge 


The Walter Hagen Sand Wedge, a 
revolutionary type trouble club for golf 
players is a niblick, offered by The L. 
A. Young Co., 6545 Antoine, near East 
Grand Boulevard, Detroit, Mich. The 
weight has been concentrated in such 
a way that the momentum of the shot 
is carried through instead of digging 
into the sand. Its concave face tends 
to pick the ball out, making explosion 
shots, so difficult for most golfers, un- 
necessary. With this club ordinary type 
strokes may be played from bad lies in 
the sand with excellent results. Al- 
though chiefly for use in playing from 
sand traps it works fine on approaches 
from very heavy grass or mud. 
























Shaler Measuring Clubs 


To aid dealers in giving golfers 
the right club The Shaler Co., 
Waupun, Wis., offers Shaler meas- 
uring clubs, to sell to the dealer 
for $5.00 net. With this device 
guesswork is said to be entirely 
eliminated in the selection of 
clubs as the dealer is enabled to 
“tailor measure” the player. The 
device gives positive assurance of 
getting clubs with the correct lie 
and balance for the individual 
height, arm length, strength and 
stance of the player. A booklet 
“Conquering Golf's Greatest Hand- 
icap” illustrating and describing 
this new idea is ready for distribu- 
tion. It may be obtained from the 
Shaler Co., foot of Park: Place, 
Milwaukee, Wis. 


Chromatic Rolmonica 


The Chromatic Rolmonica enables its player to obtain tremolo 
effects, similar to an organ by gently inhaling and exhaling, while turn- 
ing the crank to give the desired speed. This model, which is pro- 
duced by The Rolmonica Music Co., 50] East Preston Street, Baltimore, 
Md., sells to the dealer 
for $1.50 each and the 
rolls sell for 9c each 
The suggested retail 
selling price on_ this 
model is $2.50, with one 
roll, while the suggested 
price on the rolls is 15c 
each. Many _ popular 
selections are now avail- 
able on the rolls. It 
is a sixteen note 


model. 


H & R Folding Single Gun 


Another mode! of the H. & R. Folding Single Gun is now available. 
It was originally offered only in light weight model in 410 gauge. Now 
it is available in two weights and in all popular gauges from 410 to 12. 
Light frame model has 22 inch barrel, while the heavy frame has a 26 
inch barrel. It has fine black walnut stock, flexible hard rubber butt 
plate and a ball and spring device which limits the movement of the 


H&R “FOLDING” GUN 





barrel to the normal loading position, except when it is being folded. A 
slight additional pressure will accomplish this. Weight of the new 
model is 534 to 6% Ibs. There are no detachable parts to lose. 
Suggested retail selling price is $12.00. On the waterproof carrying 
case the suggested price is $1.75. Harrington & Richardson Arms Co., 
Worcester, Mass., is the maker. Dealer cost is $8.75. 
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‘Strauss Flying 
Boat 


Ferdinand Strauss, 
Inc., 215 4th Ave., New 
York City, is manufac- 
turing the model 2001 
Strauss flying boat, made 
. of pure aluminum, with 
clock spring motor, brass 
propeller and steering 
gear. It flies in a circle, 
when suspended from a 
string and sails on the 
water for more than 100 feet. 





It is 13 inches long, has a wing spread 


of 13 inches and is made to sell for the suggested retail selling price 
of $1.00. Cost to dealer is $84 per gross or $8 per dozen in less than 


one gross lots. 


No. 900 Taylor Velocipedes 


Series 900 velocipedes, offered by The Frank E. Taylor Co., Inc., 


Norwood, Cincinnati, Ohio, stress safety for the riders 


The usual! 


rear arch is replaced by aluminum step plates, flanked by wheel guard 
discs, enabling the rider to mount and dismount with the greatest ease, 





even while the vehicle is in motion. 
plates to pedal and back again, without interference. 


The feet may swing from step 
It is of heavy 


tubular construction, with 1% inch tires. Velocipedes are fully equipped. 
They are finished in Spanish brown, with maize head and striping. 
There are three sizes,-for children from 3 to 7 years. 


Stepin Tom 


Stepin Tom is the droll figure of a colored 
boy, at the end of a stick, which walks along 
the street as pushed ahead by the child. 
Sturdy Mfg. Co., Sturgis, Mich., offers this 
toy in cartons of thirty, to dealers for $10.00. 
The suggested retail sales price is 50c each. 





Tractor and Attachments 


The Big 4 combination, a tractor and three attachments, is made 


by Animate Toy Co., Inc., 200 Fifth Avenue, New York City. 


It has 


a climbing tractor, driven by a boy scout in a khaki uniform. Model B 
tractor is made of brilliant nickeled steel, with caterpillar tread, en- 
abling it to climb books and boxes, without slipping. The attachments 
are a snow plow, which will plow through snow, sand or sawdust, a 
road scraper, adjustable to left or right and a sweeper, with big brush 
which whirls as tractor pushes it, throwing dust aside and sweeping 





clean. A box of fluffy “snow” is also included. Combination is packed 


in four color box, 13% by 12 inches, weight 2) Ibs 


Cost per dozen 


to dealer is $28.00. Suggested retail price is $3.75 each 


Radia Heater No. 105 


Radia health heater No. 105 is of 
pedestal base type, all nickel. plated 
with chromium plated reflector. It 
produces the penetrating Infra-Red 
health ray, which medical authorities 
agree is valuable in treating chest 
colds, rheumatism, lumbago, neuralgia, 
sprains, etc. Heater may be swung 
into any position or placed on a stand 
for treating the body or in any posi- 
tion on the floor for heating the room 
The F. W. Shepler Stove Co., 1312 


Sheffield Street, N. S., Pittsburgh, Pa., 


D.C., 110-115 volts, 600 watts. 





offers this stove for A.C or 
Dimensions are 13 x 9% x 62 


inches. Standard packages are offered in quantities of four, weight 


44 Ibs. 


List price is $6.75. Discount is 30%, in less than standard 


packages, 30—5% in standard package lots and 40% on 12 heaters or 


more in standard packages. 





Toy Tinker Wooden Dolls 


These two doll sets are offered by 
The Toy Tinkers, Inc., Evanston, Ill. 
Jack & Jill Tinker is a doll construc- 
tion set of simple and attractive form, 
consisting of thirty-nine pieces of 
varying shapes and sizes, made of 
wood and fiber enameled. Bases and 
center posts allow interchange of parts 
for the making of hundreds of differ- 
ent dolls. Top and bottom pieces lock 
intervening parts. Sets are packed in 
screw top cans of heavy fiber, with 





attractive 
of a dozen cans in shipping case 
is 7% lbs. Suggested retail sell- 
ing price is $1.00. Tom Tinker 
is a.doll 8 inches tall, packed in 
an individual box. Shipping case of 
one dozen weighs 434 Ibs. Sug- 
gested selling price is 50c. each. 
Discounts 
up to $50 or in broken pack- 
age lots is 33 1/3%. On lots of 
$50 to $400 discount is 40%. 
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four-color label. Weight 


to dealers on orders 
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1929 Firearms Deliveries 
Exceed 1927 Figure by 5 P.C. 


The Bureau of the Census an- 
nounces that, according to data col- 
lected in the census of manufacturers 
taken in 1930, the total value of ship- 
ments or deliveries of firearms by es- 
tablishments engaged primarily in the 
manufacture of these commodities in 
1929 amounted to $17,352,916. This 
figure represents an increase of 5.2 
per cent as compared with $16,499,157 
reported for 1927, the last preceding 
census year. The 1929 production is 
made up as follows: Pistols and re- 
volvers, 224,768, valued at $2,974,994; 
rifles, 457,676, $4,572,123; shotguns, 
573,306, $8,625,744; accessories and 
parts, $1,180,055. 





Last Week’s Price Average 
83.1 P.C., Says Fisher 


Prof. Irving Fisher of Yale Uni- 
versity announced Sept. 28 that the 
previous week’s wholesale commodity 
prices, based on Dun’s quotations, av- 
eraged 83.1 per cent. The purchasing 
power of the dollar on a 1926 basis 
of 100c. was 120.4c. The August av- 
erage was 120.2c., according to the 
Journal of Commerce. 

Crump’s index of English prices 
for the week on the revised 1926 level 
was 73.9. The August average was 
76.3. 

The Italian index on the revised 
1926 basis for the week ended Sept. 
13 was 61.0. The August average 
was 61.0. 





Department Store Sales 
Off 12 Per Cent for Month 


Department store sales for August 
were 12 per cent smaller than in the 
corresponding month of 1929, the Fed- 
eral Reserve Board announced Sept. 
29 on the basis of reports from 634 
stores in 264 cities. 


Hardware Volume for 
Last Quarter of 1930 
May Equal Last Year 


New York, Oct. 8. — Cooler 
weather in practically every major 
wholesale hardware and housefur- 
nishings market is reported. With 
the change in temperature has come 
a moderate, yet noticeable increased 
demand for many seasonable lines 
which have been slow. With Sep- 
tember business quite close to the 
record for that month in 1929, and 
the first week of October fairly ac- 
tive it looks as though the last quar- 
ter of 1930 will be close to, if not 
equal to, the same three months’ 
period of last year. This opinion 
is strengthened by reports that 
early interest in Christmas holiday 
merchandise is equal to last year. 

Current interest centers on am- 
munition, canning supplies, stoves, 
heaters, stove goods, and kindred 
lines. For certain mid-west cities 
comes reports of shortages and rush 
orders on strictly fall and winter 
merchandise. 

The only weak spot in hardware 
trade sentiment is the collections 
situation which ranges from fair to 
poor according to locality. Were 
collections better, hardware trade 
sentiment could be called thor- 
oughly optimistic on the business 
outlook for the remainder of 1930. 





“In August this year there were 
twenty-six trading days, as compared 
with twenty-seven trading days in 
August last year, and the daily aver- 
age sales were 8 per cent smaller than 
a year ago,” the board said. “Total 


sales from July 1 to Aug. 31 were 6 
per cent smaller this year than last.” 


GENERAL MARKET 
NEWS of THE 


WEEK 








Farm Prices Show First 
Advance in Several Months 


For the first time in several months 
the general level of farm prices 
showed an advance, and during the 
period from Aug. 15 to Sept. 15 the 
index was 8 points above the previous 
thirty-day period, according to the 
Bureau of Agricultural Economics, 
Oct. 1.. At.111, howéver, the index 
was 30 points below Sept. 15, 1929, 
and at the lowest September level 
since 1915. 

Farm price movements from Aug. 
15 to Sept. 15 showed advances for 
practically all commodities except cot- 
ton, cottonseed, wheat, flaxseed, ap- 
ples, lambs and horses. 

Of the declines those for cotton, 
wheat and flaxseed were most spec-* 
tacular. Farm prices of cotton reached 
the lowest level since September, 
1915. Farm prices of wheat set a 
new low record for the period in which 
monthly data have been collected 
(1908-1930). Sept. 15 farm prices of 
flaxseed were the lowest recorded 
since January, 1922, 


Wholesale Price Index 
Again Shows Decline 


The wholesale price index of the 
National Fertilizer Association for 
the week ended Sept. 27 declined 9 
fractional points. The decline is one 
of the sharpest in many weeks and 
reduces the index number to 83.6, as 
compared with 84.5 a week ago and 
97.4 at this time last year. Of the 
fourteen groups in the index not a 
single one advanced. Eight groups 
declined and the remaining six showed 
no change. 

Among the forty-five commodities 
that showed declines were cotton, 
wheat, corn, lard, butter, hogs, fuel 
oil, rubber, pig iron and copper. In- 
cluded in the nine commodities that 
advanced were cattle, finished steel, 
canned tomatoes and burlap. 
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Freight Car Loadings 
Decline 13,201 in Week 


Loading of revenue freight for the 
week ended on Sept. 20 totaled 952,512 
cars, the car service division of the 
American Railway Association an- 
nounced Sept. 30. 

This was a decrease of 13,201 cars 
below the preceding week this year 
and a reduction of 214,883 cars below 
the same week last year. It also was 
a decrease of 191,619 cars compared 
with the corresponding week in 1928. 

Loadings for the week compared 
with same week last year follows: 

Miscellaneous freight, 382,087 cars, 
a decrease of 93,703 cars; merchandise 
less than carload lot freight, 244,799 
cars, a decrease of 26,608 cars; coal, 
153,881 cars, a decrease of 38,900 cars; 
forest products, 41,496 cars, a de- 
crease of 21,080 cars; ore, 48,785 cars, 
a reduction of 20,171 cars; coke, 8176 
cars, a decrease of 3799 cars. 





Bank Debits Drop 9 P.C. 
To $11,700,000,000 Total 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the week 
ended Sept. 24, aggregated $11,700,- 
000,000, or 9 per cent below the total 
reported for the preceding week and 
43 per cent below the total reported 
for the corresponding week of last 
year. 

Aggregate debit for 141 centers for 
which figures have been published 
weekly since January, 1919, amounted 
to $11,007,000,000, as compared with 
$12,038,000,000 for the preceding week 
and $19,409,000,000 for the week 
ended Sept. 25 of last year. 


Klein Sees Trade Recovery Nearer. 


Says Prices at 1928 Level by End of Year 


Business conditions will be greatly 
improved by the end of October and 
by the end of the year prices will be 
back to the 1928 level, Dr. Julius 
Klein, Assistant Secretary of Com- 
merce, told employees and executives 
of Henry L. Doherty & Co., Oct. 1. 

In elaborating this statement Dr. 
Klein said: “We have experienced fif- 
teen crisés in the past fifty years 
which have lasted an average of thir- 
teen months. During these depres- 
sions the average drop in price has 
been 15 per cent. During our recent 
depression the price drop averaged 
only 11 per cent. In 1921 the average 
price drop reached 25 per cent. 

“We have come out of other depres- 
sions and we will come out of this 
one. Other depressions have been de- 
cidedly greater than our most recent 
experience. We need only remember 
1921. One big mistake business men 
are making is when they compare 
present price levels with 1929, which 
was not a normal year. 

“There has been too much prophecy, 
too much lamentation and too much 
nearsightedness. To quote my good 
frend Colonel Leonard Ayres of Cleve- 
land, ‘When interest on ninety-day 
paper drops below 3 per cent the up- 
ward trend is not far away.’ I see 
every indication of an immediate up- 
ward trend in business. 

“In estimating business trends our 
search for facts must be worldwide, 
since America has tremendous invest- 
ments in all countries of the world. 
In 1920-21 the worldwide price drop 
was, top to bottom, 45 per cent. In 


1929-30 the worldwide price drop, on 
the same basis, was 14 per cent, which 
points out to us that our condition 
today is not as bad as we think it is. 

“What we need is not stabilization, 
but equalization, a more even balance 
between production and consumption. 
World population in the past six years 
has increased 10 per cent, while the 
production for raw material has _ in- 
creased 24 per cent. The production 
of raw material in the United States 
being equal to world production and 
standing at 24 per cent, Europe is in 
even a worse condition with a 31 per 
cent increase in the production of raw 
materials with nothing like the im- 
provement in living standards. 

“My advice to manufacturers and 
distributors of merchandise is, watch 
markets. Many of them, I am sorry 
to say, do not watch them. With the 
increased facilities for the rapid trans- 
mission of information, we must re- 
member that style changes are broad- 
cast daily to every hamlet in this 
country, and that in order to meet 
conditions and definitely regulate our 
production of goods we must keep 
close track of the buying power of the 
consumer as well as take full account 
of style changes. 

“Our financial position is stronger 
now than it has ever been. Savings 
banks deposits are up 115 per cent 
since 1919. Building and loan associa- 
tion deposits are up 271 per cent 
since 1919. One hundred and ten bil- 
lion dollars’ life insurance is in force 


today. 





Pittsburgh Paint Sales Again Pass Million Mark in Clean Up 


PITTSBURGH, Oct. 1—Tabulation of paint and var- 
nish sales based on the house to house canvass by 
200,000 students of the Pittsburgh and Allegheny 
County schools enlisted in the Clean Up and Paint Up 
Campaign under the auspices of the Pittsburgh Cham- 
ber of Commerce and the Board of Education, already 
totals $1,004,117.30, as compared with last year’s total 
of $1,032,565.77. Paint and varnish jobs remaining to 
be tabulated are almost certain to make the final total 
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fully equal and probably exceed last year’s record. 

The current achievement, in view of this year’s busi- 
ness conditions, is looked upon as an emphatic demon- 
stration of the power of the Clean Up and Paint Up 
Campaign as a firm support of the business structure 
of the paint and varnish industry. 

The computation and compilation for Pittsburgh, 
based on the standard computation established by com- 
petent members of the industry, is as follows: 


Number Quantity Total Price 

of Jobs for Each Gals. per Gal. Total 
10,111 12 Gals. 121,332 $3.25 $394,329.00 
58,497 % Gal. 29,248%4 2.75 80,433.38 
45,498 % Gal. 22,749 4.00 90,996.00 
48,600 % Gal. 24,300 3.25 78,975.00 
18,640 1% Gal. 9,320 3.25 30,290.00 
20,660 1% Gal. 10,330 3.25 83,572.50 
12,757 3 Gals. 38,271 3.00 114,813.00 
6,586 8 Gals. 52,688 3.25 171,236.00 
85,009 Aver. 12 sq. ft., 2,914.59 3.25 9,472.42 
1 gal. to 350 ft. ea 
TOTAL $1,004,117.30 


Walls were cleaned in 91,049 rooms. The grand total of Clean Up and Paint Up achievements of all kinds was 
1,314,856 for the city of Pittsburgh and Allegheny County. 
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NEW YORK: 


New York, Oct. 7. 


AKING into consideration the 
religious holidays during the 


past week, the start of the 


| nite turning point has been reached, 


| although declines recently were not | 
| spotted the yield and not up to aver- 


so preponderantly in the majority. 
Bradstreet’s review, speaking of | 


last quarter strengthens the fairly conditions in general, called atten- 


general prediction that the last 
three months of 1930 will compare | 


riod of 1929. This will not, of 
course, offset the record of the first 
nine months, but if this prediction 
materializes it will add confidence 
to the already cheerful trade senti- 
ment found in hardware circles. 
The dealer attitude toward Christ- 
mas merchandise is also considered 
favorable. Although practically no 
volume has been written on this 
class of goods the early interest in 
discussing holiday lines looks like 
a good sign. 

The estimated 25 per cent less 
business for the first nine months 
of the year as compared to the same 
period volume of 1929 is strictly 
based on dollars and cents and not 
on amount of merchandise handled. 
Were the latter gage used the loss 
would be somewhat less as there 
has been sufficient decline in prices 
to. make this fact worthy of consid- 
eration when comparing the busi- 
ness of the current year with that 
handled last year. 

Individual orders continue to be 
abnormally small, but they are defi- 
nitely increasing in frequency. 
This, of course, helps in the build- 
ing of total volume but has some 
adverse effects -on profits. 


SLIGHT CONTINUED 
IMPROVEMENT 


Studying the general business 
picture of the past week two lead- 
ing commercial agencies see the bus- 
iness balance slightly on the side 
of continued improvement, in spite 
of what they term numerous cross 
currents and restraining influences. 
With regard to the uncertain con- 
ditions of the markets for raw ma- 
terials, R. G. Dun & Co. said: “That 
certain raw materials and semi-fin- 
ished products are believed to be an 
advantageous purchase at existing 
low prices is indicated by the will- 
ingness of some buyers to contract 
ahead, but various other commodi- 
ties are in a more unstable position 
and forward commitments are dis- 
couraged. Even eliminating food- 
stuffs, Dun’s list of wholesale quo- 
tations lacks evidence that a defi- 


very favorably with the same pe-| Sonable weather and the current 


| holiday period, but said that in 





tion to irregularity in the commod- 
ity markets, the presence of unsea- 


spite of these drawbacks some gains 
have been made in the volume of 
fall trade. The situation appears 
to grade nearer fair than quiet, al- 
though the rate of industrial activ- 





ity still leaves much to be desired 
when set up against the records for | 
the comparable periods of a year 
ago, it was stated. 


SLIGHT BUILDING INCREASE 


New construction undertaken in 
the metropolitan area of New York 
in September totaled $81,572,900, an | 
increase of 6 per cent over $76,708,- 
900 in August, F. W. Dodge Cor- | 
poration reported Oct. 2. 

The September figures also 
showed an increase of 41 per cent 
over $57,768,100 reported in Sep- 
tember last year. 

Residential building contracts 
amounted to $38,520,100 in Septem- 
ber, or 47 per cent of the total val- | 
uation of all construction contracts. 


AGRICULTURAL CONDITIONS 


Reporting on the agricultural sit- 
uation in the States of New York, 
Pennsylvania and New Jersey, the 
territory served by metropolitan 
area wholesalers, The American 
Steel & Wire Co., Chicago, states: 

In New York pastures and hay- 
lands are getting very short and 
dry. Many sections are burning up 
although there has been some im- | 
provement with late rains; in Penn- 
sylvania recent showers have im- 
proved conditions in the northeast- 
ern parts of the State but most of 
the State is still reported as poor; | 
in New Jersey there has been some 
improvement with recent rains in the 
northwestern part of the State; bal- 
ance of the State is still very dry. 
There will be no second cutting of 
hay. Other forage crops in New 
York are fair; in Pennsylvania they 
are from fair to poor but somewhat 
better than pastures; in New Jer- 
sey these other forage crops are not 
very good. Corn for ensilage is 
about one-half to two-thirds of the 
usual crop in New York with some 








Last Quarter of This Year 
May Equal That of 1929 


slight improvement during the last 
few weeks; in Pennsylvania it has 


age. Late rains have helped fodder 
to some extent but were too late to 
help ears. There have been some 
slight frosts on low lands; in New 
Jersey corn as a whole is turning 
out fair to good. In some sections it 
will make about one-half crop, in 
others it is better. Garden truck 
in New York is poor to fair. Some 
sections are very good; in Pennsyl- 
vania poor to good, according to 
locality; in New Jersey it is fair to 
good. Prices low; in New York 
grapes and other fruit are reported 
as good. Apples particularly are 
plentiful; in Pennsylvania there are 
good yields on apples, pears and 
plums. Cherries were also good; 
in the central part of the State 
grapes are good. Other fruit in 
this section is poor; in New Jersey 
fruit as a whole is plentiful and 
| good. Potatoes in New York are 
fair. In many instances yields are 
very good. Quality is excellent; in 
New Jersey they are from fair to 
good. Sweet potatoes in the same 
State range from one-third of a 
crop to good. Poultry in all of these 
States is good. There are some sec- 
tions in these States that have suf- 
fered from droughts, particularly in 
New York and Pennsylvania and 
this has matured crops premature- 
ly and returns have not been up to 
average. In many cases wells and 
springs are getting low. Silo filling 
has begun. Cows are holding up 
pretty well in milk product. There 
have been some light rains in many 
localities in these States and there 
are reports which say that in gen- 
2ral there is no cause for complaint. 
Rain, however, is needed through- 
out these States. The section is not 
quite up to average. 


COLLECTIONS UNSATIS- 
FACTORY 


Collections continue to be unsat- 
isfactory. Throughout the current 
year they have presented a major 
problem for wholesale distributors 
in this territory. The natural re- 
action, more caution in extending 
credits, has been observed for short 
intervals. In the first half of the 
year there were an unusually large 
number of retail hardware failures 
in this district, but since then mid- 
summer reports indicate practically 
no important failures. 
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New York PAINT MATERIALS MARKET 


NEw YorK, Oct. 7.—The slight uptrend in demand for 
paint materials is less evident now than it was during the 
past two weeks. It is generally believed that current prices 
on practically all materials are at about the bottom and 
that any increased demand for these lines will see a steady 
advance in prices. This is particularly true of turps, lin- 
seed oil and shellacs. Linseed oil is off 6 points this week. 
Otherwise there are no price changes reported by major 
local distributors. 


LINSEED OIL 
PURE LINSEED OIL 


Per Pound 
i 36te Of less thee 5. WDSc seek eccee. 10.4c. 
Pn). iote~or: 5 DIB: OF: Move. 06%. ihe sees 10.0¢. 
WHITE LEAD 


WHITE LEAD AND OXIDES. 

White lead in oil, heavy or soft paste, 100 Ib. kegs, 13%c.; 50 
and 25 lb. kegs, 14c.; 12% lb. kegs, 14%c.; 5 lb. cans, 16%c.; 
1 Ib. cans, 18%c.; 5 lb. cans packed 50 or 100 lbs. to case; 1 Ib. 
cans packed 25, 50 or 100 lbs. to case. 

The following discounts are granted on quantity orders for de- 
livery at one time; 500 Ib. lots, 10 per cent; 2000 lb. lots, 10 
per cent and 6 per cent; 10,000 lb. lots, 10 per cent, 10 per cent 
and 3 per cent; carload lots, 10 per cent, 10 per cent and 4 per 
cent. 


DRY WHITE LEAD. 


Dry white lead, 100 lb. kegs, 13%c.; 25 and 50 Ib. Kegs, 14c.; 
12% Ib. kegs, 14%c. 


WHITE LEAD PUTTY 


White lead putty, 1 Ib. cans, 10c. per lb.; 12% Ib. cans, 8c. 
per . 25 Ib. cans, 8c. per lb.; 120 lb. (approximate. tubs, 7c. 
per 


COMMERCIAL PUTTY 

1 Ib. cans, 6c. per Ib.; 2 Ib. cans, 5%c. per Ib.; 5 Ib. cans, 4%%c. 
per lb.; 12% lb. cans, 4%c. per lb.; 25 lb. cans, 4c. per Ib.; 100 
to 120 Ib. tubs, 8c. per Ib 


DRY COLORS 


COMMERCIAL LAMP BLACK. 
In 50 Ib. cases, 1 lb. packages, 16c. per lb.; % Ib. packages, 22c. 
per Ib.; % Ib. packages, 30c. per lb. Assorted sizes, 22c. per lb. 


GERMANTOWN LAMP BLACK. 

In 50 lb. cases, 1 Ib. packages, 25c. per lb.; % Ib. packages, 
32c. per -Ib.; % lb. packages, 40c. per lb. Assorted sizes, 32c. per 
tb. 


VARIEGATED COLORS 

Dry colors in barrels varying from 300 to 350 lbs. Prices per 
pound: Prince’s metallic, 3c.; American raw and burnt umber, 
5i%c.; Italian raw and burnt sienna, 10c.; turkey raw and burnt 
umber, 6c.; American raw and burnt sienna, 5%c.; Van Dyke 
brown, 9c.; chrome green, l.m. or dark, 15c.; American venetian 
red, 3c.; Indian red, 15c.; turkey red, 35c.; American vermilion, 
35¢c.; American yellow ochre, 2c.; imported French ochre, 64c.; 
golden ochre, 6c.; chrome yellow, l.m. or dark, 15c.; Dutch paint, 
lle.; extra gilder’s whiting, 7%c.; ultramarine blue, 28 lb. boxes, 
from lic. to 9c. per Ib. 


SIZING GLUES 


White kalsomine glue, flakes, 30c. per Ib.; pure hide joint glue, 
ground or flakes, 25c. per lb.; South American sheep glue, 110 !b. 
bags, 15c. per lb.; German sheep glue, 110 Ib. bags, 18c. per Ib. 


MISCELLANEOUS MATERIALS 


Oxalic acid, in barrels, 14c. per Ilb.; Italian ground pumice 
stone, in barrels, 3c. per lb.; C. P. aluminum bronze, 1 Ib. cans, 
75c. per can; pale gold bronze, 1 lb. cans, 65c. per can; copper 
bronze, 1 Ib. cans, $1 per can; cotton waste, 50 Ib. bales, 14c. to 
15c. per Ib.; alcohol, C. D. No. 5, in steel drums, 43c. per gal. ; 
steel drums are charged at $6 each, which is refunded when 
drums are returned. Spirits turpentine, 51c. per gal. 


SHELLAC 
T. N. Grade, 164 lb. bags, 22c. per lb.; Vac-Dry bleached, 250 
lb. barrels, 29c. per lb.; Orange, 164 lb. bags, 22c., 25c., and 32c. 


per lb., according to grade; 5 lb. Pure White Shellac, 50 gal. 
barrels, $1.65 per gal.; 5 lb. Pure Orange Shellac, 50 gal. barrels, 
$1.35 per gal.; 4%4 lb. Pure White Shellac, 50 gal. barrels, $1.60 
per gal.; 4% lb. Pure Orange Shellac, 50 gal. barrels, $1.30 per 
gal.; 4 lb. Pure White Shellac, 50 gal. barrels, $1.50 per gal. ; 
4 lb. Pure Orange Shellac, 50 gal. barrels, $1.20 per gal. 


SPIRITS TURPENTINE 


Turpentine is selling from 49c. to 50c. per gal 





Western Cartridge Window Display 
A map of the United States on the central panel of this 
display is used as a background for showing principal 


— 





game birds and animals of the country in natural colors. 
They are all placed in a suitable geographic locality. West- 


ern Cartridge Company, East Alton, IIl., offers this display, 
together with a wall chart of smaller size, reproducing the 
central display panel and two principal side cards, together 
with a complete list of all birds and animals shown. Center 
panel measures 36 by 40 inches approximately, side cards 
are 12 by 20 inches and three small pieces are 5 by 13% 
inches. Complete sets of this material are available to 
Western dealers. Shipping schedule is being worked on 
so as to try to place material in hands of dealers in various 
parts of the country approximately three weeks before open- 
ing of the first important shooting season in each locality. 


Wall Issues An Illustrated Folder 

P. Wall Mfg. Supply Co., 3126 Preble Ave., N. S., Pitts- 
burgh, has issued an illustrated folder with the caption 
“Always Ready for the Hardest Jobs.” It shows torches, 
furnaces and the brazed steel compound kettle offered by 
the company. One page shows a wall torch in use and gives 
information as to the safety and convenience features in- 
corporated in that model. Specifications, catalog numbers, 
list prices and shipping weights are included in the folder. 
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CHICAGO: 


(Chicago office of HARDWARE AGE) 
CHICAGO, Oct. 7. 


ITH something of a wintry 

touch, fall is affecting the 

seasonal movement of hard- 
ware. That movement is fairly good 
with respect to some items, but trade 
in general continues rather quiet. 
Dealers are preparing cautiously for 
the holidays. Futures for shipment 
in 1931 are being written in moder- 
ate volume. Save for the drop in lin- 
seed oil, there are few current price 
changes of moment, although rope 
is down a bit for the last quarter. 
Collections continue reluctant and 
credit conditions are still strongly 
negative. 


LITTLE BUILDING ACTIVITY 


Little activity has registered as 
yet in the building field. Though 
business leaders continue to give out 
encouraging statements concerning 
the current situation, they are ex- 
tremely guarded in whatever predic- 
tions they may venture. Despite the 
darker side of the picture, however, 
Chicago bank deposits have risen 
$47,664,000 between June 30 and 
Sept. 24; within the same period 
savings deposits declied $18,966,000. 
The spread of branch banking in 
Canada, California and elsewhere 
has raised an issue among bankers; 
the national banking group, it is 
said, favors legislative measures de- 
signed to facilitate the extension of 
branch banking throughout the 
country. 

Holiday items are moving with 
some freedom, although retailers on 
the whole have not committed them- 
selves extensively. Glass oven ware, 
fancy teapots and quality aluminum 
and enameled ware are beginning to 
move for sale through the holiday 
season. Glass ware, of course, shares 
this movement. Carvers. nickel sil- 
verware, silver-plated ware, stain- 
less-steel knives and forks, ther- 
mometers, cake covers in several new 
designs, pocket-knives, foot-lever 
garbage pails, flashlights, electric 
irons, toasters, percolators, waffle 
irons, heating pads, toys, veloci- 
pedes; radio supplies, air rifles, pop 
guns, .22-calibre rifles, baby, bath- 
room and family scales and similar 
goods are being ordered by many 
merchants in preparation for the 
holiday season. Gift merchandise 
of all kinds, including high-class kit- 


General 





AT A GLANCE 


Although general trade is 
quiet there is considerable ac- 
tivity for such items as can- 
ning equipment, ammunition; 
stoves and strictly fall goods. 
Early orders for holiday goods 
are fairly good and should de- 
velop during the next four 
weeks. 

Building activity is very lim- 
ited and much of it is a class 
of building which brings but 
indirect benefit to hardware 
jobbers and retailers. 

* ok o* 

Future orders calling for 
spring delivery on poultry 
supplies, dairy equipment, 
steel goods, garden hose, fer- 
tilizers, etc., have been a little 
better than was generally ex- 


pected. 














chen items, is feeling the favorable 
effect of the pre-holiday demand. 


FUTURES DEMAND FAIR 


Futures in steel goods, garden 
hose, lawn seed, fertilizers are show- 
ing some activity at about the same 
prices. No considerable changes are 
to be noted in the figures on fishing 
tackle which is also being, ordered 
for delivery next year. Poultry sup- 
plies and dairy equipment are being 
sold for future shipment; price 
changes, if any, are slight. Because 
of the rise in the price of celluloid, 
poultry leg bands have advanced 
somewhat. Rubber-covered wire is 
down 215 per cent and BX has been 
reduced 5 per cent. 

Temporarily, at any rate, the price 
of linseed oi] has paused in its down- 
ward flight. The lower prices were 
quickly reflected in mixed paint. All 
the large makers sent out notices 
that their prices had declined 15c. 
per gallon on first-grade house paint 
and 10c. per gallon on the second 
and third grades. Paint and paint 


sundries are in fair fall demand. 

All canning supplies have been 
awhirl. The other day there was not 
a fruit jar rubber for sale in Chi- 
cago, and it was too late to get 





Trade Is 


Quiet 


Early Holiday Interest Fair 


more for this season. Vacuum bot- 
tles and lunch kits are moving. Fall- 
ing leaves are furnishing a strong 
demand for bamboo lawn rakes. 
Game traps are selling freely. Pad- 
locks and ventilators are in seasonal 
demand. So is sole leather. Stove 
furniture, such as fire shovéls, dam- 
pers, collars, etc., is active. Ammu- 
nition and fire arms are still going 
briskly. Current volume in loaded 
shells is heavy. Shot guns, especially 
low-priced single-barrel pieces and 
Springfield automatics, are moving 
at a satisfactory rate. Radio re- 
ceivers are active once more and 
football goods and hunters’ apparel 
are showing a good seasonal move- 
ment. Electrical appliances and 
lamps are in fair demand; so are 
drycells and B-batteries. Alarm 
clocks and watches are selling well. 

Hardware wire cloth is down to 
the lowest level since before the 
war. -In all seasons it is a growing 
seller. Just now it is in demand for 
storeroom and bin partitions, for 
covering basement windows and 
ventilator openings. for reinforcing 
skylights and storm windows and 
for sifting, drying and dehydrating 
equipment. “Hardware cloth,” as 
this material is commonly known, 
affords perfect ventilation and at 
the same time offers complete pro- 


| tection against rodents. Many house- 


holders have not yet discovered the 
wide usefulness of this common item 
of hardware, and while the fall re- 
pair season is on, some dealers are 
making more of an effort to display, 
demonstrate and advertise its uses. 


WIRE PRODUCTS MOVING 


With the opening of October, de- 
mand for najls and wire continues 
better than it was last spring. Prices 
have steadied materially and there 
is some inquiry for moderate future 
requirements. Sellers in Chicago 
seem to feel that nails and wire are 
safe to buy for all normal fall needs. 
There is talk among the sheet steel 
mills of stiffening prices, but no 
actual changes have developed of 
late; prices are certainly firmer, 
though the merchant demand is 
extremely quiet. So far as stove pipe 
and elbows are concerned, the mills 
have played safe as_to accumulating 
reserve supplies; the recent rush of 
buying has depleted stocks and de- 
veloped shortages among both manu- 
facturers and wholesalers. 

















HARDWARE AGE for OCTOBER Q, 1930 


69 





PITTSBURGH: 


(Pittsburgh office of HARDWARE AGE) 
PITTSBURGH, Oct. 7. 


OLDER weather in the last 
C week has stimulated the hard- 

ware business considerably in 
this district, but did not come in 
time to bring any material increase 
to aggregate September volume. 
The month’s business as a whole was 
disappointing and, while consider- 
ably ahead of August, was not up 
to the usual September average. In 
the last few days, however, cold 
weather items have begun to move 
rather well; and rush orders are 
the usual rule. Stoves and heaters 
have been particularly active, and 
there has been a satisfactory demand 
for coal hods and shovels, coal 
chutes, ventilators and kindred prod- 
ucts. Although preliminary ship- 
ments of ammunition have just about 
been completed, arms and _ loaded 
shells are still moving, and as the 
hunting season on water fowl began 
Oct. 1, business may be expected to 
continue in fair volume. The more 
common forms of game, such as 
rabbits, squirrels, grouse and pheas- 
ants, may not be killed in this State 
until Nov. 1. Hunting clothing is 
still active, and a steady call con- 
tinues for football equipment and 
other sporting goods. The general 
line of staple hardware items is 
rather sluggish, and retailers con- 
centrating their attention on special- 
ties are enjoying better business 
than others. Builders’ hardware has 
shown no improvement, and cutlery, 
household goods and other such 
items are by no means active. 


NAILS AND WIRE REDUCED 


Nail and wire prices have been 
reduced to conform with recent re- 
ductions in mill selling prices. 
Staples and barbed wire, on the 
other hand, have been advanced 
slightly to conform with mill revi- 
sions. Wire nails are now quoted 
at $2.25 per keg for shipment from 
jobbers’ stocks. In contrast to the 
general price trend, makers of roof- 
ing paper have announced an ad- 
vance of 10 per cent on all grades, 
effective immediately. Jobbers will 
follow this upward revision. New 


prices on road scrapers have also 
come out, with the No. 1 size now 
selling at $7.50 each; No. 2 at $7.25, 
and No. 3 at $7. 


Turpentine is 








AT A GLANCE 


Colder weather has stimu- 
lated general trade but not 
soon enough to provide a bet- 
ter showing for September. 
Stoves and other fall and 
winter items are in good de- 
mand. The sudden stimula- 
tion in business while not 
heavy was sufficient to neces- 
sitate several rush orders. 

x * 


Ammunition and arms con- 
tinue in demand as shooting 
season opened on October 1. 
Wire nails are now quoted at 
$2.25 per keg f.o.b. jobber. 
Wire prices declined slightly 
to conform to recent mill 
prices. Otherwise all prices 
remain unchanged. 

ee 

Industrial conditions show 
moderate seasonal improve- 
ment but not sufficient to ma- 
terially aid either the sale of 
materials or to increase em- 
ployment noticeably. 











quoted at 12 1/3c. per lb. in barrel 
lots, and linseed oil at 56c. per gal. 
in barrel lots. White lead is un- 
changed. Ready mixed paints are 
holding at recent reductions. Fur- 
ther price decreases are expected in 
products into the manufacture of 
which brass and copper enters, but 
most manufacturers are stocked with 
the more expensive raw material and 
are not yet prepared to meet the 
lower quotations in the primary mar- 
ket. The same situation holds true 
in the case of some steel items, al- 
though a tendency toward firmer 
prices in some lines may check fur- 
ther reductions in finished products. 

Industrial conditions in western 
Pennsylvania have shown only a 
moderate seasonal improvement, 
which is distinctly disappointing in 
some aspects. While the steel indus- 
try has benefited by heavier advance 
orders for finished products, current 
releases are not increased much over 
the summer rate, and mill opera- 
tions in this district have reflected 
no material gain. A part of the 
tonnage which is being specified is 
going into stock rather than to man- 





Colder Weather Stimulates Trade 
Causing Some Rush Orders 


ufacture, and the tendency to buy 
for investment is still rather marked. 
Although this indicates a belief on 
the part of consumers that prices 
have reached bottom, the market has 
gained no real strength, and some 
efforts at stabilization have already 
met with failure. The principal con- 
sumers of finished steel have not 
entered the market in any general 
way, and demand is still scattered 
and uncertain. 


BUILDING SHOWS DECLINE 


Building permits in 44 Pennsy]l- 
vania cities during August amounted 
to only $7,721,186 as compared to 
$10,069,749 in August, 1929. How- 
ever, 14 of these cities reported 
slight increases, even though the 
larger gains were in the eastern part 
of the State. Considerable activity 
has developed in Pittsburgh in the 
last few weeks in an effort to provide 
work for the unemployed, by means 
of public construction, and contracts 
have been speeded up in some cases. 
This has developed demand for build- 
ing materials as well as equipment, 
but the movement has not reached 
any significant volume. Bridge and 
highway work is still active, but 
outside districts seem to be busier 
in this direction than the immediate 
Pittsburgh territory. The coal and 
coke industry has been stimulated 
by colder weather, but not before 
considerable price demoralization 
had *developed because of a surplus 
of product on tracks. Steam slack 
prices declined to the lowest level 
in years, but output has kept up and 
only prematurely severe cold weather 
could remedy the situation very 
much. Coal dealers are well stocked 
for fall deliveries, and the ultimate 
consumer does not seem anxious to 
lay in his winter’s supply of fuel. 

A meeting of the National Safety- 
Council in Pittsburgh in the past 
week developed some retail activity 
in safety appliances, and led a num- 
ber of stores to bring forth promi- 
nent displays of such articles. The 
common observation toward such 
trade is that a large market might 
be developed if the public were prop- 
erly informed. Unemployment in 
the Pittsburgh district shows no 
gain, but very few companies have 
increased their payrolls in the last 
few weeks. 
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Stock Farm Prices Good—Hunting 


TWIN CITIES Extipmene very Activ 


| NAILS. 


i (Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, MINN., Oct. 7.—Business interests in the Twin ee ae Sa ee eat 
Cities and in other cities and towns of the Northwest are coming keg base. see : 
more and more to the realization that the volume of business for | Ol HEATERS. 

No. 12 polished steel, japanned 


trimmings, 3-qt. capacity, $3.84; No. 
016 polished steel, nickel trimmings, 
4-qt. capacity, $5.67 each, net. 


POULTRY NETTING. 


this year, and for next year as well, depends greatly on the matter 
of building up the confidence of the public in the general situation. 
In the Twin Cities, business men are taking direct and decisive steps 








to build that confidence, by putting before the public the facts a oo ee awe Aree Fae, 
, : PYREX OVENWARE. 

concerning this part of the country. Based, as stated last week, Casseroles, No. 628, $1.17: No. 643, 

on the fact that the so-called “depression” is largely mental, facts | — $1;17),No- S34 $1.38; bread pans, No. 

are being put before the public to show that conditions are far from ie Gen coin de ee 

being deplorable, and that there is every reason for people in the No. 26, 6-cup, $2.88; percolator tops, 

Northwest to feel and know that this part of the country is in good | pEgisTERS. 

condition. , m tne mina 
Crops on the average are ahead of the five-year average. Prices | popr) 

in some instances are low for farm products, but returns from Zest grade manila rope, 19c. 1b.; 

cattle and dairy products are fairly good. Butter fat has advanced Sisal rope, be.” tb,;. second grade, 

. . . > 072°C, . 

in price to some extent from the Jow figures of earlier in the year. | SIDEWALK CLEANERS. 
Retailers are continuing the practice of buying mostly for imme- | True Temper, 7 x 5 in. blade, $7.20; 

diate needs, and wholesale houses are carrying full stocks to be | Roush and Ready, 7 x 5 in. blade, 

able to supply their customers’ needs as the goods are ordered. | SKATES. 

Future orders are continuing to lag. | plated, $7.76 pair, net 
Hunting supplies are in good demand, as the season for ducks SNOW SHOVELS. 

is open generally. Additional impetus to this line will be given by Big, Bs wage handie, a. aivan: 

the opening of the pheasant season, in the very near future. The ized steel blade, 15% x 17, $9.12: 

latter season is regulated mostly by counties where the pheasant "ge amma ade, 16 x 21, $8.73 

is the most prevalent, and thus does not open in all places at the | SOLDER. 

same time or continue so long. wis i ouiees aie sek bal 
Collections are fairly good under existing circumstances. Market- a nee ee PS even Se 

ing of crops has been retarded this year with the expectation of | STEEL SHEETS 

advancing prices on farm produce. (ase), $4.30;, binck steel ahects, ft- 
PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO sicel sheets, Sign. (eae), ae owe. 





RETAILERS, F.O.B. ST. PAUL AND MINNEAPOLIS. STEEL TRAPS. 





AXES. bevel inside sets, $8.00 per doz. sets. _Victor, No. 0, $1.10; No. 1, $1.38; 
. . ee : Ec ; Steel, bit-keyed front door sets, $1.20 No. 1%, $2.44; No. = ts 36; ‘Oneida 
Single bit, base weight, unhandled per set; wrought brass, bit-keyed | jump, No. 0, $1.58; No. $1.8 No. 
$20.00 se on bn 5 sage ary | front door set, $2.40 per set; wrought 1%, $2.81 doz., net. 
20. 21.00; § . d, | ‘ wwii 4 a5 | —. 
$19.25; double ‘bit, handled, $24.25 | cerns Digger gg Me pe ayn De pe Rage | STOVE BOARDS. 
doz., net. sper finish. di Crystallized stove boards, 28 x 28, 
BOLTS. I 3 ,| $16.65; 30 x 30, $19.35; 36 x 36, $27.00 
Carriage and machine bolts, 60-10 EAVES TROUGH, CONDUCTOR PIPE ae, 
per cent; stove bolts, 75-10 per cent, AND ELBOWS. | STOVE PIPE, ELBOWS AND 
and lag screws, 60-10 per cent from Eaves trough, 28- “Ease, 3-in., slip | DAMPERS. 
a joint, 5-in., in’ crates, $5.25; '6-in., | Stove pipe, uniform, blued, 28-ga. 
BRADS. $6.40; conductor pipe, 3- 37 is per a | knocked down, $11.50 per 100 joints; 
Wire brads, in 25-lb. box at 75-10 ft.; elbows, 3-in, $1.73; 4-in., $2.8 stove pipe elbows, common _ iron, 
per cent from lists. yet Ma Sas corrugated, 6-in., $1.10 doz.; adjust- 
: * be . able, charcoal iron, 6-in., $1.96 doz.; 
BUILDING PAPER. | FILES. ae hs er iron, wood or wire 
Red rosin sized building paper, First i a ae : | handle, .15 doz., net. 
ete « * : st quality files, 50 per cent, and | 
$2.52, and tarred felt, $3.00 cwt., net. jobbers’ brands, 60-10 per cent from | STOVE SHOVELS. 
CHAIN. list. Stove shovels, japanned, 5<in., 








coppered, 4% x 14, $1.56; 


Log chain, 
$2. 89; self 


5/16 x 14, $2.11; % x 14, 
colored, % x 14, $1.40; 5/16 x 15, 
$1.88; % x 14, $2.54 each; proof coil 
chain, % in., $8.78; % in., $16.04; 
ie in., $26.13; % in., $41.82 per 100 


COAL HODS. 
Japanned, open, 17-in., $3.35; 
$3.85; Japanned, funnel, 17-in., 
18-in., $4.90 galvanized, open, 


18-in., 
$4.30; 
17-in., 


$4.70; 18-in., $5.10; galvanized, fun- 
nel, 17-in., $5.80; 18-in., $6.30 doz., 
net. 


COPPER RIVETS AND BURRS. 
Copper rivets and burrs, 40-10 per 
cent from list. 


BUILDERS’ HARDWARE. 


Steel butts, 3% x 3%, old copper 
or dull brass finish, less than case 
lots, 161%c. per pair; 4 x 4, old cop- 
brass finish, less than 
Heavy steel, 


per or dull 
case lots, 22c. per pair. 


| GA LVANIZED WARE. 


Standard galvanized pails, 10-qt., 
$2.60; 12-qt., $2.85; 14-qt., $3. 10: 
stock pails, 16- -qt., $4.70; 18-qt., $5.50; 
standard tubs, No. 1, $7.15; No. 2; 
$8.00; No: 3, $9.35; meavy, No. i, 
$13.20; No. 2, $14.40; No. 3, $15.60 
doz. net. 


GLASS AND PUTTY. 

Single and double strength A grade 
glass Minnesota prices, 83 per cent 
from lists; strictly pure putty, in 50- 
lb. steel drums, $5.35 ewt., net. 


LANTERNS. 
Dietz D-Lite, No. 2, $13.00; No. 2, 
large fount, $14.25; No. 2, Blizzard, 


$13.00; No. 2, Blizzard, large fount, 
$14.25; Wizard, Cold Blast, $8.50 doz.. 
net. 

MILK CANS. 


Railroad, wide neck, 8-gal., $2.50; 


10-gal., $2.70 each net. 





70c.; japanned Jumbo, M1g-in., < 00; 
japanned Jumbo, Jr., 14- -in., 80c. doz.. 
net. 


WEATHER STRIP. 

Wood and felt, %-in., $1.90; %-in., 
$2.70; 1-in., $3.80; Wirfs, best qual- 
ity full reels, $2.80; Flex-O-Mold, full 
reels, $2.15 per 100 ft., net. 


WHEELBARROWS. 

Hardwood stave trays, $34.20 doz.; 
selected hardwood stave trays, $40.80 
doz.; tubular steel trays, 4 ft. ca- 
pacity, $5.35 each; Gopher garden, 
$3.75 each; American garden, $6.25 
each, net. 


WIRE. 

Galvanized barbed cattle wire, $2.70 
per 80-rod spool; galvanized hog, 
$2.88 per 80-rod spool; special gal- 
vanized barbed hog wire, $2.20 per 
80-rod spool; No. (base), smooth, 
galvanized wire, $3.25 cwt., and No. 
9, smooth, black wire, $2.80. 
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BOSTO Lower Temperatures Have Increased Demand for 
N ; Certain Merchandise 








(Boston office of HARDWARE AGE) | par amen a fi ss: Sg Rn a= aes 
BosTON, Oct. 7.—Lower temperatures have increased the demand |  «apacity,_ $18.55, “Electric burners, 
for weather strip, electric stoves, stove boards and kindred merchan- | Ne. 1! 100 chicken capacity, $13.83: 
dise, but there is no snap to buying. As a matter of fact, the gen- | No. 33, 300 chicken capacity, $2065 
eral market is no more than holding its own, but under the circum- | aeroultty, Netting From stock. hex: 
stances, jobbers are mighty well pleased with results so far this |  fi{pments, galvanized after weaving, 
month. | ” diigiek- tn, car ieee, $458 pox ew, 
The only changes in prices reported this week are a reduction of | — ,0.b. mill, Pittsburgh: in lots of le ss 
about 25 per cent in some of the popular selling sizes of the Mans- | kez net, 7 MiG 
held The of Gree, Geld a vollesann Of Se. = pound nian see) | pee Os ee 
; pound in manila a J | $1.20 to $4 a oe 
rope. Early in September it was incorrectly reported here that | fountains, 112 qt.. $6.50: Sqte slits. 
putty costs had been reduced. Instead, there was an advance of 25c. | pry ea ees sete RE CRM 
per 100 lb. Collections are reported as slightly better. Many New | net; mash — rs, $80; oat sprouters, 


afternoons throughout the year. Local jobbers will have their first doz., $1: 3 doz., $1.17; 4 doz., $1.34; 


England retail dealers have decided to close their stores Wednesday | onE 99, Crates. — New model, metal, 
. 7 6 doz., $1.67. 
showing of holiday toys next week. They have a good assortment 


Accessories.—Replace sections of 6, 





















ot e ° Se. each net; address cards, 2c. each. 
this season and prices are attractive. | Waterglass. — In pint containers 
| $1.25 a doz. net; in quart cont: ainers, 
PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO | oe ee ee pac = mii 
RETAILERS, F.O.B. BOSTON. sa 10, $1. 58 a doz. net; No. 15. $2. 
° Luge esters oo a doz net. Nest 
eges, $2.35 a gross net; lice resisting 
ELECTRIC SPECIALTIES. | list; No. 325, $5.45. Discount 30 per | nest eggs, $4.33. Incubator thermon 
‘ent. | ‘ters, No. 5776, $5.40 ; oO e 
see ek te cee or ts way 0100, «Electric. —U niversal, No. #9927, ' was cas P ee were 
nd ots ¢ ss than 3.35 each net o. £9954, $5.35; No. TITTY 
bk Ni = _ > ha Rik lee sf £9937, $5. Rome, $6.67 each net. White.—In one pound containers 
angle -way, No. 010, 1 ots o | one O co e 
less than 100, '1914¢.; in lots of 100, . — | $6.20 per ewt., net; 2 Ib.. $5.50; 5 Ib., 
1814¢.; angle, three way, No. 540, in HUMIDIFIERS. | ‘_ 12% Ib., $4.50; 35° Ib.,” $4.20; 
" iQiZoa : 0 y 20 
ie ord me ey es a a Airstat.—In green, gold and alu- | 0 ti $5.20. pound containers 
330, in’ lots of ‘less than 100 , Ry | minum, 7 x 18 in., $3 each net; 7 | $6.45 per ewt. net; 2 Ib., $5.75; 5 Ib.. 
ott oF ist Sic. Applanes blue Sith x 30 in., $4.33; 9 x 24 in., $4.33; $5.20: 1214 Ib., $4.75: 25 Ib., $4.45: 100 
‘ J + Oy 9 x 36 i $5.33 on e2 AR eS Sar ae a 
switch, No. 550, in lots of less than sere LE Ib., $3.45. 
100, 25¢.; in lots of 100, 22c.: No. 535, | ee gi Nels } «,Peeriess.—In one pound containers, 
in lots of less than 100, 121%4c., in HUNTERS’ SUPPLIES. = od per cwt.; 5 Ib., $8.15; 100 Ib., 
ec e | ) 
= Reed “ae I set with plug, Shotguns. — Standard makes, 12 | White Lead.—In one pound con 
in lots of 100, 45c. Switch cord set gage, $19.75 each net; 16 gage, $7.75; tainers, $9.90 per ewt.; 5 Ib., $8.55; 
with plug, 6 tn.. No. 560. in lots of repeater, $30; double barrel, $14. 50; | 25 Ib., $7.85; 130 Ib., $6.80. 
ions than 106, tin tn oe a | — 20 gage, $14.50; 30 gage, | x 
56c. Assortment No, 516, pee | 5 eee With sheatl Marbl 6 RADIATOR SHIELDS. 
No. 500; 5 No. 510; 5 No. 540; 10 No. Oe ah ig ee BReesit, ey } Radiator Shields.—Gem adjustable 
x rior in., $2 each net, 4% in., 50, 5 in., y soe 
530; 10 No. 535; 5 "ie. 505; 5 No. y No. 1, $4; No. es $4. 50; No. 2, $4.50; 
560 and display board, $10 the assort- $1.67; Richards, $5 a doz.; Kindfolks, | No. 3, $5; No No. 5.50: No. 
meet. nat. zi Universal, 6 in., $17 a doz., 5 in., | 6, $6: No. 6-b, te: No. 7. 50: No. 8. 
2, 7 These rices are lis r eae 
FILTERS Compasses.—Marble, No. 182, Ste. | and subject to dealers’ diseount of 
‘ each net, with brass guide, 1% in. 30 per cent. These models with 
conan bas ta PA $18: %G ge a doz., 1% in., $2; jeweled, $1.35 water humidifiers are $1 extra each, 
roton odern em, No. 5 ach. list. 
$28; Mystic, $16. Filter quartz, $2.40 Axes.—Safety, $2.17 each net; No. Register shields, Gem, No. 1, floor 
a doz. Filter disks, $4.80 a doz. 6, $1.50; No. 9, $1. type, $12; No. 10, floor type, $10; No. 
——, a filters, 5% in., 42c. a gro aa makes, $6.25 to 2, wall type, $6 and No. 20, wall type, 
doz.; % in., 42c. ‘ 8.50 each net. 20. Prices are net to dealers per 
Pedometers. — One a miles dozen. No. 1 and No. 2 are oxidized 
HANDLES. capacity, $1.65 each ne copper. No. 10 and No. 20 are black 
Axe.—Single bit, regular New Eng- Watches.—Stop, $1. We “each net. enameled. 
land marked pattern, Boy’s Yankee ROPE. 
Pride, 28 in., $3.50 a doz., net; special IRONS. ee /16 in, 
and competitive, = in. “sEo Bel ios. lrons.—Household, electric, Univer- 24144c. a Ib. net; % in., 23%c.; 5 16 
Pride 28. 30 and 33 in.. $4 50: snow sal, No. 9923, $2 each net; No. 9907, in., 23%4c.; % in., 22%c.; 7/16 in., 
white, 30 and 32 in. $5 <0.’ New $2.35; No. 9909, $38; No. 99043, $3. 2014 ¢. 
H sh knob a. French Automatic, Sunbeam, $7.95 each list; Sisal. — Sti indard brands, %  in., 
wan ge gh fo AR renchmen’s discount 33% per cent. 19%4c. a Ib. net; 5/16 944c.; 3 
style, Yankee Pride, 28 and 30 in., 3] ‘tk te. OC 
4.50; snow white, 28 and 30 in., NS in. 2 4 in., 17 "gc. 
$5.50. Wide Curve, Yankee Pride, 28 LANTER! WE ATH STR 
and 30 in., $4.50 ERSTRIP. 
*"axe.—Doubie bit, Yankee Pride, 30 + pip lar i lig gfe A ice Wood and Felt.—Full bundles, No. 
Axe.—Double bit, Yankee Pride, 3! net; Monarch, No. 0, $8, with ruby . r 
and 32 in., $4.50 a doz., net; E Z | 60, $1.58 per 100 ft.; No. 61, $1.58; 
Swing, 30 ae ’ ; | glow, yon Bliszard, No: 2. Me a No. 611%4, $2.21; No. 62 $2.52; ‘No. 63, 
' ’ ” ¥ arge fon De-Lite oO. @9 59+ NT, 4 $306: N 65 ’ $3 69 
Garden Tool.—Ash and poplar hoe, $13, with ‘large font, $14.25; Little $2.52; No. 64, $3.06; No. 65, | $3.69. 
spring pattern, not chucked, $2.65 a Wizard, $8.50; Underwriter mill, $27. pete tS 4 4116 ner 0 ae tog 
doz., net; manure fork, long bent, In lots of 3 doz. deduct 25¢. a doz. 71, $1.70: No. Tig, "99.48: No. 74. 
$3.05; malleable D handle, $4.10; wood Beacon, wall, $38.50 a doz. net; $3'51: No. 7 $4.48 a 
barton, cone rat 2 $e: we roadster, wagon, $17.25. pat Rg Coppered steel and felt, 
a e 2 ; “» — > E 
3.05; 41 ft. 3.45; 5 ft. 3.90: Ty full bundles, No. 070, $1.77 ter 100 ft.; 
bo he 8 et “sth ae ‘uae x POULTRY SUPPLIES. No. 071, $1.94; No. 071%, $2.42; No. 
grade, bent ee, iron D handle, $6.25; ee og —No. 40, $1.75 each net; 074, $3.60. ; 
with wood D handle, $7.45; strapped Style E, No. 14, $11. 50; No. 16, $19.25; All Felt.—Cushioned, sewed, No. 18, 
steel D handle, $4.30; oe X grade, No. 17, $25.73; No. iy $16.25; No. 2, $2.20 a box; No. 19, $2.40; No. 20, 
D handle, $5.32; long, $4.2 Sart he 3, $40.43; No. 4, $47; No. ¥3.00. aii m shea ai 
0, oor ottoms.—brass anc elt, sNO. 
Brooders. — Oil burners, No. 27A, 84B, 36 in., $3 a doz.; 42 in., $3.50. 
HEATERS. 200 chicken capacity, $12. 25 each net: Axtell, all metal, 36 in., $38. Spring 
Oil.—Perfection, No. 510, $5.75 each No. 28A, 350 chicken capacity, fas bottom strips, 32 in., $5; 36 in., $5: 
list; No. 525, $7. 07; No. 1525, $7.75; No. 80, 350 chicken capacity, $13.2 42 in., $5.65. 
No. 1530, $9. 35; No. 1630, $11.50; No. No. 81, 500 chicken capacity, Sie os: Nu Strip.—In 500 ft. reels, with 
1550, $9 9/50; No. 1665, $13.50. Dis- No. 101, 500 chicken capacity, $18.50; tacks, $8.50 a reel; in 100 ft. reels 
count 30 per cent. | No. 102, 1000 chicken capacity, $22.05. without tacks, $1.75. Home Comfort, 


Wicks.—With carriers, No. 500, $5 | Coal burners, No. 117, 350 chicken in 500 ft. reels, $3 a 100 ft. 
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Cooler Weather Helps Sales 
August Shows 19.1 Per Cent Gain 


ATLANTA: 


ATLANTA, GA., Oct. 7.—Cooler temperatures have no doubt aided | MEAT CHOPPERS. 
considerably in stimulating jobbing and retail sales throughout this 958 IES eke Nor SL enbe wee 
territory. Up until a few days ago rains were so frequent and gen- 80 ‘per ee ee ere 
eral throughout most of the cotton section that it brought cotton | MaTTOcCKS. 
picking to a standstill and, of course, its effect could be seen in the Sig ins . Se ar oes: Oe 
volume of merchandise moving. Then, too, with cotton selling at | , AINT (W AGON) 
the lowest price in fifteen years things weren’t getting to look too 1-qt. caris, 60c. each; 1-pt. cans, 
bright for the farmer. With the change of weather, however, and saga 
regardless of the low price of cotton, the outlook for this immediate sg 6 Ib. RB, $7.80 per doz. 6 to 
territory is brighter than in some time. Steps are now being taken 7 Jb. ee Oe doz.; 8 po RB &.. 
for increased activity by almost every phase of industry, which cer- Jon; 2 ib: mill picks, $1.00 cach, 
tainly will result in a decided improvement in general conditions. | PUTTY. 
The Business Review issued Tuesday by the Sixth Federal Reserve Sk ae Cae 
Bank showed retail distribution of merchandise in this district in- | RAKES. 


- - 14 tine flat bow, $10.21 per doz.; 16 
creased seasonably in August over July. Local hardware establish- 
$5.75 per doz.; No. BRF 22 Brume 
rakes, $7.68 per doz. 
No important price changes have been reported for this listing 
* ci. P ted, $3.85 per square base. 
and collections are reported to be only fair. ition Ce age 2 
surface, $1.40 per roll; slate, smooth 
surface, $1.65 per roll. 


gs A —"s gg i ee eS homey 

ments reported a gain of 19.1 per cent during this same period— Sit0' 1s mR; No. | 2 Brum 
the largest percentage of gain in the district. ROOFING. 

Galvanized—29 gage, 2% in. cor- 

. face, Séc. per roll; 2 ply, smooth sur- 

PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS |  23%fac2 $iab ber roll; sinte, smooth 

TO RETAILERS F.O.B. ATLANTA Sheathing paper, 20 lb......... $0.60 








Sheathing paper,-40 Ib........ > i : 

‘ . . _ ~ er Ga 
AMMUNITION. FIRE SHOVELS. Asphalt roof coating........... .6 

3-1% Remington Nitro Club 12 ga. No. NF16 Never Break, $4.50 per Per Lb 
shells, $34.00 per 1000; 3-1 Remington doz.; 20-in. galvanized, 7T5C. per doz.; 1 lb. cans of plastic cement... .12 
Nitro Club 12 ga. shells, $33.23 per 20-in. japanned, 75c. per doz. 5 lb. cans of plastic cement...  .10 
000; 3-14% Remington Shur Shot 12 FORKS 10 lb. cans of plastic cement... .09 


ga. shells, $30.06 per 1000; 3-1 Rem- 
ington Shur Shot 12 ga. shells, $29.06 
per 1000. 


AXES. 

Kelly Perfect, handled with Nu. i 
oval straight handles, $20.68 per doz. 

Kelly Standard and Hercules, hand 
hammered, with No. 1 oval straight 
handles, $19.08 per doz. 

Second quality axes, with No. 3 
straight or crooked handles, $17.33 
per doz. base. 

Boys’ Union handled axes, $9.50 
per doz. base. 


BATTERIES. 

Ray-O-Vac.—No. 121 flashlight bat- 
teries, 18c. each; No. 221 flashlight 
batteries, 13c. each; No. 231 flash- 
light batteries, 191%e. each; No. R21 
flashlight batteries, 9%c. each; No. 1 
unit cells batteries, 6i4c. — No. 2 
unit cells batteries, 614c. ach. 

Eveready.—No. 790 flashlight bat- 
teries, 13c. each; No. 791 flashlight 
batteries, 13c. each; No. 935 unit cells 
batteries, 64%4c. each; No. 950 unit 
cells batteries, 6c. each. 


BOLTS AND NUTS. 


Cut thread carriage and machine 
bolts, 60 off; lag screws, 60 off; stove 
bolts, 75 off. 

COAL HODS. 

16-in. galvanized, fe. 00 per doz. ; 
18-in. galvanized, $5.00 per doz.; 16- 
in. japanned, $3.25 per doz.; 18-in. 
japanned, $3.75 per doz. 

COAL TONGS. 

No. 45, $2.50 per doz.; No. 25, $3.50 

per doz.; No. 214, $3.50 per doz. 
COTTON COLLARS. 

“Old Beck,’’ $6.50 per doz.; ‘‘Lang- 

ford’ Junior, $8.50 per doz. 
COTTON HOOKS. 

No. 279, 8 in., $3.50 per doz.; No. 

277, 6 in., $2.00 per doz. 
FILES. 
First quality, list less 50 per cent; 


private brands, less 60-10 per cent. 
Second quality, less 75 per cent. 


FIRE POKERS. 
No. 10% % x 20, “ per doz.; No. 
10, % x 6, 2.00 per doz. 





Three tine hay forks with 5 ft. 
handles, $9.50 per doz.; 4 tine manure 
forks with 4, ft. handles, $10.80 per 
doz.; 5 tine manure forks with 4% 
ft. handles, $12.50 per doz.; 6 tine 
manure forks with 4% ft. handles, 
$14.65 per doz.; 10 tine cottonseed 
forks with steel D handles, $25.96 
per doz.; 12 tine cottonseed forks with 
steel D handles, $30.33. per doz. 


GALVANIZED WARE. 
8 qt. po. $1.90 per doz.; 10 qt. 
pails, $2.00 per doz.; 12 qt. pails, 
= per doz.; 14 qt. pails, $2.65 per 
6: 


Ze 

No. A Tubs, $3.80 per doz.; No. 0 
Tubs, $4.70 per doz.; No. 1 Tubs, 
pag per Gog.: No. 2 Tubs, $6.50 per 

No. 3 Tubs, $7.60 per doz. 

“a well buckets, $6.00 per doz.; 
light wall buckets, $4.50 per’ doz. 

% bushel baskets with bail, $6.00 
per doz. 

5 gal. garbage cans, $7.35 per doz.; 
10 gal. garbage cans, $9.25 per doz.; 
20 gal. garbage cans, $15.00 per doz. 


HANDLES. 

Steel D spade handles, $4.00 per 
doz. Steel D_ scoop handles, $4.00 
per doz. Steel D cotton seed fork 
handles, $6.00 per doz. (Strapped, 
capped and ferrules.) D shovel han- 
dles, $4.00 per doz. Spading fork 
handles, c. s. f., $6.00 per doz. 


HINGES. 

3-in. light strap, 65c. per doz.; 5-in. 
light strap, $1.00 per doz.; 8-in. light 
strap, $2.00 per doz.; 4-in. heavy 
strap, $1.00 per doz.; 6-in. heavy 
strap, $1.50 per doz.; 10-in. heavy 
strap, $4.25 per doz.; 3-in. light tee, 
65c. per doz.; 4-in. light tee, 85c. per 
doz.; 4-in. extra heavy tee, $1.50 per 
gy 6-in. extra heavy tee, $2.00 per 
OZ. 


HOES (MORTAR). 
No. MM 10-in., $12.50 per doz. 


LANTERNS (DIETZ). 


=e Leet EE ET EN CULE CLT $8.25 
No. 2 Blizzard Reg. fount.:..:. 

No. 2 De Lite large fount 
i "BS . aaa 
RUUD MEMES bos scseddcccseceee 











SKATES (ROLLER). 

Chicago roller skate line, No. 181, 
$2.65; No. 183, $2.75; No. 185, $2.75; 
No. 101, $1.85; No. 103 and 105, $1.40. 

No. 5 Union roller skates, $1.75; 
No. 6, $1.75; No. 4, $1.65; No. 130, 
$2.00; No. 130 L, $2.15. 

Skate keys, 30c. per doz.; extra 
wheels, 10c. extra 

Wincbomse--ibape’ No. 3831—Girls, 
No. 3832, $1.85; No. W1G, $1.40. 


STOVE LID LIFTERS. 
No. OS, nickel plated, 7ic. per doz.; 
No. 112, nickel plated, 45c. per doz. 


STOVE PIPE DAMPERS. 
P 5-in., $1.25 per doz.; 6-in., $1.50 per 
OZ. 


STOVE PIPE. 

Smith multi-pipe, 29 gage, polished 
in blue, 5 in., $12.25 per 100 joints; 
5%, in. and 6 in., $13.00 per 100 joints. 

Slbows—5 in. piece, corrugated, 
$1.35 per doz.; 6 in. piece, corrugated, 
33° .50 per doz.; 7 in. piece, corrugated, 

2.00 per doz. 


STOVE POLISH. 
No. 20 Black Silk paste, 5-lb. can 
ane 40 per doz.; No. 5 Blatk Silk 
aste, $1.20 per doz.; No. 6 Black 
Silk ‘liquid, $1.30 per doz.; No. 1 
Black Silk iron enamel, $1.75 per 
doz.; No. 60 Black Silk metal polish, 
$1.50 per doz. 


TRACE CHAIN. 
7-8-2, 62c. per pair; 7-8-1, 8lc. per 
pair; 8-10-0, P32 per pair. 


WASH TUBS. 





WHEELBARROWS. 
No. 5 with wood tray, $36.00 doz.; 
No. 4 concrete, $6.00 each; tubular 
steel wheelbarrows, $6.50 each. 


WIRE (BARBED). 
2 point cattle, $2.40 per — 4 point 


cattle, $3.30 per roll; nt hog, 
$3.50 per roll. 
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She can Shoot with the Best of Them 
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Now here—The Rem- 

ington Standard 

American Dollar 
Pocket Knife 
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AND A FEW GROUPS SHOT WITH 38 SPECIAL 


REMINGTON KLEANBORE 


Miss Arlayne Brown needs no introduction to marksmen. any of you who haven’t heard of Miss Arlayne Brown’s 
This thirteen year old girl from St. Louis has astonished wonderful work with the revolver, I want you to know 
the shooting world by successfully competing against the about it. We are proud of the fact that Miss Brown shoots 
country’s leading men shooters in the National Matches at Kleanbore cartridges. We suggest that you tell your cus- 
Camp Perry, Ohio and in dozens of other matches. Her tomers about her wonderful work with Kleanbore. 


prowess with the revolver is the sensation of the day in 
shooting circles. x H( 2 
‘ 2 


Naturally, not all dealers who sell ammunition keep 
track of the records made in target shooting. If there are President 


REMINGTON ARMS COMPANY, Ine. 
Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Digby 0766 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 
© 1930, R. A. Co. 
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CINCINNATI: 


(Cincinnati office of HARDWARE AGE) 





Slight Seasonal Uptrend Reported, 
But Orders Are Small 


RADIO TUBES. : 
NX 171A, $2.25; 


CINCINNATI, Oct. 7.—While hardware business throughout Sep- NX DOLA, $1.35. NX 210. 89-002 WH 
tember was sustained at a level in advance of August, the volume of 222, $4.50; NY 224, $3.30; NX 226, 
. ° ° ° $1.75; NY 227, $2.20; NX 230, $2.20; 
business is noticeably behind the level of a year ago. Although | NX 331. $2.20;'NX 232, $330; NX 249, 
° . + . . ° 5 : c 280, $1.90: 
jobbers are pleased with the slight uptrend in business Jast month, tre 381, Sioe, aed las es 
The prices are subject to discounts 


of 40 and 10 per cent. 


they are not inclined to express any great opptimism about the 
RUBBISH BURNERS. 


future of the market, since there is feeling that the spurt might 





- No. 1, $8.00 a doz.; "No. 2, $11.00 
be only seasonal. L 5 a ion. No. 3, $13.20 a doz. 
The only product which appears to be outstanding on the present SCREWS. 
and 


Flat head bright screws, 50, 10, 
flat head blued screws, 50, 


orders is denatured alcohol and similar anti-freeze mixtures. Job-'|__,, of lees 
bers indicate that demand for this line of merchandise continues to 10 and 6 off list; round head blued 
screws, 50 and 10 off list: round head 


be good and well in advance of the business of a year ago. Price com- brass screws, 40 and 5 off list; bright 
in ° ° wire goods, 85, 20 and 5 off list. 
petition, however, has brought a slight undertone of uncertainty as | gp Eps 
to the market quotation, but district jobbers adhere to present Fleetwing, No. 96, $12.35 a 
No. 100, $16.90 a doz.; No. 200, it’ “46 


a doz.; No. 210, $22.40 a doz.; No. 220, 


schedules. 
$24.80 a doz. 


Consumers are not entering the market for great amounts of mer- | Flexible Flyers, 30 per cent off list. 

chandise, but are keeping their orders to relatively small quantities | STOVE BOARDS. 
‘ oie ree “7 , i+] Paw : s 12 trorty Paper lined, 24 x 24, $7.00 a doz. 
and are ordering more frequently. Competition for business is very caper faee dt x St SS te 
Mahogany wood lined, 28 x 23, 


keen and jobbers indicate that they work hard for what business is | 


$16.00 a doz. 



























now being placed. Walnut wood lined, 28 x 28, $16.00 
° . . . | a OZ. 
Retailers are feeling an improvement in demand but here, too, | STOVE PIPE 
the feeling is that this may be only seasonal]. and not the harbinger | Security, blue, 28 gage, G-in., $14.00 
° 4s . : or 100 t rage, 6-in., $16.50 
of better business conditions. Most of the items moving are sea- ae “joints; polished, 28 gage, 
sonal, although staple merchandise receives fairly frequent calls. “In. $20.00 per 100 gage, 6-in., $1.50 
Collections are poor. Jobbers report that the credit situation . polished, 28 gage, 6-in., $2.25 
is bad and in some measure handicapping business. | STEPLADDERS. 
Prices continue at present levels and no price inducement is being | Pg ye Dh gr oe cach: § 
. ° ot, ov. sacn; 4 ’ oO e2@ Q 
offered to stimulate business. | foot, $4.09 each; 10 foot, $5.05 each; 
“9 12 a . acn. 
PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO | = “competition” srade, 3 foot, Ste. 
each; 4 foot, 68c. each; 5 foot, 85c. 
DEALERS, F.O.B. CINCINNATI. | each 6 foot, $1.00 each 7 foot,’ $1.55 
| each; oot, .75 each. 
ANTENNA SUPPLIES. LADDERS. | TIRES AND TUBES. 
100-foot coils, 41c.; 75-foot coils, Extension, 20 foot, $5.75 each; 24 Balloon Tires, Best Grade 
32c. | foot, $7.00 each; 26 foot, $7.60 each; | Size 
Porcelain insulators, 244c. 28 foot, $8.15 each; 30 foot, $8.75 | I oe ey $11.07 
Glass insulators, 5c. each; 32 foot, $9.35 each; 34 foot | 28x4.75-15 12.20 
Lightning arresters, 17c. $11.00 each; 36 foot, $11.60 each; 40 | 13.37 
Ground rods, 30c. a $13.00 — a as 31xe 20-21 Se ey AGB s Be Aiea 16.13 
s =xtension, with windlass, 28 foot, WP ED Si cube bow presse ck 16.63 
BUILDERS’ HARDWARE. $9.35 ae: et ee ee 32 — 
- 00 .60 each; § oot, 2.25 each; 
pen ion, Volmhts.—Sash weights, $1.90 | 36 foot, $13.00 cach; 38 foot, $18.65 | 29x4.40-21 
Inside Sets. =; Sanece bevel inside each; 40 foot, $14.35 each. 30x4.50-21 
sets in case lots, $3.75 per doz. 8x4.75-19 
Butts.—314 in. old copper and dull LANTERNS. % . | ese Ht ag + 
; 5 ir i Dietz li M h No. 0, $8.00 : ooneiee 
brass butts, 15c. per pair in case etz line, Monarch No. VY, 95.00 a 29x5.00-19 
lots; sand blast, brass finished butts, doz.; Ruby Globe, $10.00 a_ doz.; 30x5.00-20 
19c. per pair in case lots. Delite, $13.00 a doz.; Little Wizard, | 28x525-18 
$8.50 a doz.; Little Giant, $11.00 a | 30 595 20 
ALCOHOL AND ANTI-FREEZE. doz.; Blizzard, No. 2, $13.00 a doz. | 31x5:95-21 
Denatured Alcohol. — 53 gallon NAILS. 28x5.50-18 
. a . . . 9 5. O- 9 
yg og at Add gr} moo Common wire nails, $2.60 per keg. 3x8 80-20 
Prices subject to charge of $6.00 for J 30x6.00-18 
each drum, to be rebated upon re- PAINT SUPPLIES. ; , = 31x6.00-19 
turn of drum in good condition, 1 Ready mixed house paints, $2.75 32x6.00-20 
gallon cans, 66c. a gal.; in case lots per gal.; linseed oil, single barrels, 33x6.00-21 
of 10 gallons, 65c. a gal.; in 10 case $1.04 per gal.; turpentine, in 2 bar- 30x6.50-18 
lots, 64c. a gal. rel lots, 48c. per gal.; white and red 31x6.50-19 
Eveready Prestone.—In_ gallon lead in 500 Ib. kegs, 13%c. per Ib., 32x6.50-20 
lots, ai 80 a gal.; in case lots, $3.60 less 10 per cent. 32x6.75-20 
a gal. ROLLER SKATES. - Pa Ply Balloon Tires — 
ELECTRIC FANS. Ball bearing, girls and juveniles, | ab es 62 
" ’ $1.32 pair; boys, $1.41 pair; cheaper | x3.0 . 
hl, No. 29011, $10.00 each, list; grade, 77c. pair 30x4.50-21 
Spey 512.00 ae, ety af : dexiioa eae 
‘ eac ist oO 17.00 29x4.70- 
each list; No. 125 19, $27.00 each, list; ROOFING. = ae f | 30x4.75-21 
No. 16512, $35.00 each, list; No.’ 3160, no Wigs 85-lb., $1.75; light, $1.00; =| =» 29x5.00-19 
$29.50 each, list. These prices are medium, $1.35; heavy, $1.60. 30x5.00-20 
subject to discounts of 30 and 5 per Competition grade, light, 85c.; me- } 31x5.00-21 
cent dium, $1.00; heavy, $1.20. 28x5.25-18 
; Rosin sheeting, $45.00 a ton. 29x5.25-19 
| 30x5.25-20 
FIRE SHOVELS. he No. 4. 75¢. each: | RADIO BATTERIES. | 31x5.25-21 
No one Re wae p.m See, OBSE, B batteries, No. 2308, $1.88 apiece: 28x5.50-18 
. Naeaeanie 16-in., $4.75 full units, $1.75 apiece. No. 10308, 29x5.50-19 
F , a $3.8 81 = 8, units, hg 3 apiece. | 50x5.60-30 
v 0 apiece; full units, | 30x6.00- 
ICE SKATES. | $2.97. apiece. 31x6.00-19 
Winslow, No. 38, $1.60 a pair; No. C batteries, 30c.; 10 units. 28c. 32x6.00-20 
$1.50 a pair. | A batteries, 40c.; 25 units, 35%4c. 33x6.00-21 


381%, 
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Knife by Remington 
Arms Co., New York 


“Scroo-Gripp’’Screw- 
driver by Automotive 
Mfg. Co., New York 


Trowel by Marshall- 
town Trowel Co., 
Marshalltown, lowa. 


GIVEN A CHOICE, BOTH HOUSEWIFE AND MECHANIC 
WILL BUY THE TOOL WITH A BAKELITE MOLDED HANDLE 


For making a pie, for driving a screw, or for plastering 
a wall, the tool with a Bakelite Molded handle has ad- 
vantages that both housewife and mechanic appreciate 
and want. Given a choice, they will pick the tool with 
this better handle every time. 


The housewife will enthusiastically approve the knife 
with a maroon colored handle of Bakelite Molded, that 
will never swell, shrink or warp, and that frequent wash- 
ing in hot water will not loosen. The mechanic will 
always prefer the screwdriver with a handle that pro- 


BAKELITE CORPORATION, 247 Park Avenue, New York 


vides both a smooth, comfortable, grip and effective 
insulation against electrical shocks. 


The mason is certain to like the trowel with a handle of 
a shock-proof Bakelite Molded that is much tougher 
and stronger than wood. All of these handles have 
tool shafts firmly embedded in the material, which pos- 
sesses a lustrous finish that service will not diminish. 


Give a thought to handles when you buy tools. When- 
ever possible get tools equipped with Bakelite Molded 
handles —they sell easier and please customers. 


CHICAGO OFFICE, 635 West Twenty-second Street 


BAKELITE CORPORATION OF CANADA, LIMITED, 163 Dufferin Street, Toronto, Ontario 
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ai rf years 


of honest American 


quality have built 
up a demand tor 
Maydole Hammers 
that is of real value 


to you. 


You'll sell more hammers if you 

display and recommend Maydoles. 

Your jobber can supply you with 

standard assortments or the styles 
and weights you need. 


Write us for counter cards and a free 
supply of Pocket Handbooks 23 **C”’ 


mavaate 
Hammers 


The David Maydole Hammer Co. Norwich NY 











| 
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Depressions Are No Longer Economic Waste, 


Says Roger W. Babson 


(Continued from page 45) 


ties of companies spending large 
sums on research work. All sane 
expenditures on research work di- 
rectly improve the situation. Re- 
search work finds new uses for 
present products and new prod- 
ucts to supplement present prod- 
ucts. There is nothing to fear 
from the so-called ‘mechanical 
age’ of today, provided new prod- 
ucts are continually being devel- 
oped. Hence, I say that a third 
method of bringing back prosper- 
ity is to expand appropriations 
for research work. 

“(4) Advertise More:—Now is 
the time to increase advertising 
appropriations. 

“Advertising today is perform- 
ing a very important economic 
function. More advertising can 
now render a great and needed 
service in connection with speed- 
ing up the circulation of money. 
I believe that all business con- 
cerns can help themselves and 
help the country as a whole by to- 
day increasing their advertising 
appropriations. Newspaper ad- 
vertising, magazine advertising 
and outdoor advertising can now 
perform a very patriotic service 
from which everyone may benefit. 
Hence, advertising is the fourth 
definite suggestion as to how the 
circulation of money can be speed- 


ed up and prosperity be brought 
back. 

“Of the four above concrete sug- 
gestions, perhaps advertising is 
the most important factor of all. 
Certainly advertising should go 
hand in hand with the other three 
factors. Therefore, I wish to go 
on record today as definitely ad- 
vising all clients to increase their 
advertising appropriations and to 
use newspapers, magazines and 
outdoor advertising in their re- 
spective campaigns and communi- 
ties. The need of the hour is to 
increase the circulation of money. 
The four best means of bringing 
this about are: (1) reducing over- 
head by moving men from the 
office into the field; (2) giving 
better measure to customers; (3) 
discovering new products and new 
uses for present products; and 
(4) spending more money on ad- 
vertising. As already stated, the 
balance of 1930 must show an im- 
provement, whatever policy is fol- 
lowed by American business; but 
what is to happen in 1931 will 
largely be determined by the pol- 
icy of American business toward 
these four recommendations given 
by me today:—Reduced overhead, 
better measure, more research 
work and increased advertising. 





Budgeting Expenses—a Man’s Size Job 


(Continued from page 55) 


rather an odd proceeding, isn’t it?” 

“Raising results, that’s what 
we’re after. For instance, it’s very 
easy to say, ‘These window fix- 
tures were good enough for us last 
year, so they’re good enough this 
year.’ But window fixtures age 
day by day. They are an asset 
while new, then they gradually 
become a liability. An expense 
budget should plan ahead so we 
will not neglect to replace them 
the minute they cease to be an as- 
set. Good window fixtures pro- 


duce more profit than they con- 
sume; worn out fixtures do the 
opposite. 

“The same with salesmen. Many 
a store’s selling expense is tvo 
high because they pay their sales- 
men too little. Nothing is more 
expensive than cheap help. 

“And don’t take percentages too 
seriously. They are meant only 
for comparisons. A saving of 80 
per cent on lead pencils won’t put 
as much in your pocket as cutting 
1 per cent off the delivery costs. 
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We pay bills with dollars, not per- 
centages. 

“On advertising it’s important 
that we spend enough, using the 
budget to time it and distribute 
it properly. Which is compara- 
tively easy. If we plan to spend 
3% per cent as a whole, then each 
department should spend each 
month about 31% per cent of its 
sales for that particular month. 
Just plain arithmetic. 

“That miscellaneous item is a 
fooler. The more you can split it 
up into definite classifications, the 
more likely you are to locate the 
unnecessary leaks. 

“Expenses are the weeds of mer- 
chandising. If you don’t keep 
after them constantly they’ll soon 
choke your garden. The bigger 
they grow the harder they are to 
cut. 

“So there you are, Charley. 
Start with last October’s expense 
account, making every item justify 
its existence before you put it 
down on this October budget. It’s 
a man’s size job—with man’s size 
results.” 


Brinkman Publishes 
Attractive Catalog 


The Brinkman Engineering Co., Day- 
ton, Ohio, has an attractive catalog show- 
ing its line of toys and games, in natural 
colors. Among the items on which speci- 
fications, shipping weights and other in- 
formation are given are telephones, doll 
houses, construction sets, pool games, 
bowling alley games and shooting gal- 
lery type games. A doll house is also 
shown in catalog No. 7. 








The Heller System ‘ 
of Larger Profits 


W. C. Heller & Co., Montpelier, Ohio, 
has issued an attractively illustrated man- 
ual and catalog of 28 pages entitled “The 
Heller System of Larger Profits.” The 
front pages relate to methods of proper 
display of merchandise and tell how the 
use of Heller display equipment can im- 
prove profit visibility. Measurements, fin- 
ish, materials and special features are 
fully described and enumerated. The 
services offered to users of Heller equip- 
ment are fully explained. How the com- 
pany will place stock, install equipment 
and sample panel boards is brought to 
the attention of the reader. Typical Hel- 
ler store layouts are shown, as well as 
illustrations and descriptions of the mem- 
bers of the Heller line of fixtures. On 
the rear page is shown some of the 
ticket holders, glass holders, card stands, 
price tags and other accessories offered 
by the organization. A price sheet is 
supplied, giving net prices which apply 
to catalog No. 30. 











To help you self 


more SHOVELS 
The BLU- TEMP Shovel Display Rack 


Biu-Temp, the self-selling shovel with the blue steel blade, 
was announced two months ago. We said that its visible 
temper would appeal to the buyer’s eye and help dealers sell 
more shovels. It has. Wherever Biu-Temps have been dis- 
played, buyers have looked, liked their fine appearance and 
purchased; and when you have sold one Biu-TEmp you have 
a satished customer who will buy again. 


Now to give Bru-Temps greater display, and help dealers 
further increase their shovel sales, we have designed a rack 
that makes an effective display any place in your store. This 
all-steel rack, enameled in three colors, is light, substantial, 
and requires less than three square feet of floor space; and is 
free to you. Its overall measurements are 39 x 28 x 14. 


The Biu-Temp display rack will be given free to dealers who purchase two and one- 
half dozen Biu-Temp Shovels. To properly display Biu-Temp Shovels, and take care 
of trade requirements, we suggest your initial order specify two and one-half dozen in 
the following assortment: 

V4 Doz. Dee Handle Square Point Buu-Temr Shovels 


ly Long 

lg “ Dee “Round 

1 y oe L ae “e ‘ ae ae 
ly ong 

% “ Dee “Square “‘ se Spades 


Biu-Temps are packed in cotton bags for protection to handles and finish. 


Take advantage of this liberal offer today, and order through our nearest distributor, 
or send your order direct to us. We will ship direct to you, billing through our 
nearest distributor. 


BEALL BROTHERS 
ALTON, ILLINOIS 
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No. 220 





hroughout | 


the life of any structure | 


GRIFFIN HINGES 


prove worthy of the im- 
portant part they play 


in daily service. 


ERIE, PENNSYLVANIA 








Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 76 BATTERYMARCH } 
CHICAGO: 555 W. RANDOLPH ST. SAN FRANCISCO: 703 Marker ST. | 


lron and Steel Holding Their Own 


Business in iron and steel is holding its recent gains, 
but has shown little further expansion. Reports from dif- 
ferent market centers are not of one tenor and, while the 
balance is still on the side of betterment in demand, there 
is no clear indication of progressive improvement ahead. 

The moderate increase in steel buying during the past 
month may prove to have been occasioned mainly by 
exhaustion of inventories rather than by any appreciable 
change in actual consumption. Much of the recent activity 
in both pig iron and finished steel has been centered in 
forward contracting, although willingness to make future 
commitments has been by no means general either as to 
products or districts. The contract tonnage that has been 
placed will prove effective in raising iron and steel output 
only to the extent that it is released for shipment. 


In the case of sheets, unfilled tonnage was expanded 
sufficiently in September to warrant a rise of 15 or 20 
points above the present 50 per cent rate of mill operations 
if material is specified fully and regularly during the com- 
ing quarter. But the flow of shipping orders, in the last 
analysis, will depend on the trend of iron and steel con- 
sumption. 

With growth of steel demand arrested, ingot production 
remains unchanged at 61 per cent of capacity. 

The loss of momentum in steel buying, possibly in- 
fluenced by stock market pessimism, has been concomitant 
with a further @ivergence in pricé tendencies. Scrap mar- 
kets are uniformly weak in tone, and heavy melting grade 
has declined 50c. a ton at Pittsburgh. On the other hand, 
bars are now being held at 1.65c. a lb., Pittsburgh, an 
advance of $1 a ton, and recent advances of $2 a ton on 
light plates and blue annealed sheets seem fairly well 
established. But attempts to raise automobile body sheets 
from 3.50c. to 3.60c. have thus far proved unsuccessful. 


The effect of recent price advances on earnings is neces- 
sarily postponed, since in many cases mills allowed custom- 
ers to cover their forward needs at previous market levels. 

In the pig iron market price recessions reported a week 
ago have been followed by further breaks, brought out by 
the appearance of the largest inquiries in months. Both 
basic and foundry grades are off 50c."a ton at Philadelphia, 
and Buffalo iron for delivery on the Atlantic seaboard has 
declined an equal amount. 

The Iron Age finished steel composite price has advanced 
to 2.156c. a lb., compared with the year’s low point of 2.142c. 
on Aug. 26. The pig iron composite however, is lower at 
$16.38-a ton. Heavy melting steel scrap at $13.58 is also 
lower, comparing with $13.75 last week.—IJron Age. 


Wooster Brush Display 


A modern and improved brush packaging 
known as the Wooster Sell-A-Brush Box is sup- 
plied to dealers by The Wooster Brush Com- 
pany, Wooster, Ohio. The new packaging is 
designed to save time, eliminate expense of 
special display fixtures, make it easy to keep 
brushes clean and salable and boost brush sales. 
The entire line is now packed in these boxes, 
which provide a small blank price tag for mark- 
ing the retail price. These packages are brightly colored. 
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A Campaign to Popularize Spending 


(Continued from page 52) 


In this same issue of the news- 
papers, Miller published several 
small boxed ads, each featuring 
some one of ths highlights of his 
“Open Letter,” together with the 
statement which he is using as a 
slogan in the campaign; “Prosper- 
ity Is Made by Spending.” One of 
the little ads urged, “Don’t Listen 
to Calamity Howlers—Buy from 
Them!” Another, “Gold Dollars 
Today Are Selling for Thirty 
Cents!” Again, “Pull The Padlock 
off Your Purse!” “Don’t Put 
Good Intentions on a Spindle—buy 
something more you need today.” 

But Miller didn’t stop there. 
Before launching his own cam- 
paign, he had gone to the local 
newspapers and invited their co- 
operation in promoting the cause. 
As a result, The Detroit Free 
Press started a series of “Buy 
Now” editorials on its front page, 
one to appear each day indefinite- 
ly. The Detroit Evening Times 
ran one editorial about Miller’s 
stunt and may run others urging 
the people to spend. The Free 
Press also published. a_ photo- 
graph of one of the Miiler win- 
dows, together with a brief story 
about his campaign. 

The Michigan Street Car Adver- 
tising Company chipped in by do- 
nating space for 1000 street car 


and dash cards in which Miller 
will continue his campaign under 
his own name. 

Several minor publications, in- 
cluding a theater magazine and 
one or more community papers, 
volunteered to publish editorials 
about the campaign. 

Mr. Miller said that he received 
185 telephone calls the day his 
opening editorial appeared, com- 
mending the movement, and that 
many traveling men and tourists 
have come in to congratulate him 
personally. 


Nearly all his windows were | 


given over to the display of mer- 
chandise other than jewelry. A 
large card against the background 
of each window, such as the two 
seen in the accompanying illustra- 
tion carried the slogan, ‘“Prosper- 
ity Is Made By Spending,” and 
some pithy remarking urging the 
public to “Buy Something More 
You Need Today.” One of the 
statements declared: “Don’t Care 
What Store You Spend Your 
Money In—Just Buy Something!” 

The “Stunt” is certainly a com- 
mendable one and it has brought 
Miller a vast amount of publicity 
ef the most favorable kind; two 
reasons why a live hardware deal- 
er in each city and town might do 
something similar. 











Tenks Used This Idea to Build Good will | 


(Continued from page 43) 


does not show the color scheme, 
which added so much to the actual 
appearance of the figures.) | 

The walls were made of beaver 
board and painted a deep gray. 
The stove and stove pipe are not 
just in line, however, “Amos” put 
this up under the instructions of 
“Andy.” The chimney is of crepe 
paper, placed over a wood frame. 
An old style Crosley radio was 
used to be fitting to the office. 
“Amos and Andy” also believe in 
special film removing tooth paste, 
as there is a large tube of Pepso- 
dent in the Pepsodent Package 
lying on- Amos’ desk. 

And, of course, there are many 
more details you will be able to 
decipher by close study. 


This display is quite different | 
from most of our regular merchan- 
dising displays. 
could be traced to the window, 
however, we feel sure that those 
who saw this display know we 
are distributors for the Crosley 
Radio. Personally, I think that 
a window of this type is very good, 
but should not be attempted too 
often during the year. Possibly 
the better way to do would be to 
charge this sort of display to Good 
Will Builder or General Publicity. 


No direct sales | 








The window was thought out ! 


and installed by the writer, along | 


with the aid of your suggestions. 
E. N. Sandifer, 
Tenk Hardware Company, 
Advertising Manager. 


| 
| 
| 


Just imagine the differ- 
ence in number of tack 
sales and profit per sale 
when your tacks stand 
on a counter or table in 
this attractive, colorful 
display box. And Baka- 
tax are rust resisting, san- 
itary, attractively blued, 
Your request, with job- 
ber’s name, will bring 


samples of Bakatax. 
Geo. Baker & Sons, Inc., 
Brockton, Mass. 


send for 
FREE 
SAMPLE 














your message 


appearing in the Jobbers’ 
Convention Number of 
HARDWARE AGE will 
be read by an eager and 
responsive audience of 
retailers, jobbers and 
their salesmen. 


@ This issue is the rec- 
ognized trade medium 
for the distribution of 
this report. @ Your early 
space reservation is cor- 
dially invited. @ The 
publication date will be 


october 30 











ee aga SET 
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Plan Now for Christmas Toy Profits 


gaged in proportion to past sales. 
Dolls are displayed, mostly under 
glass. Three grades of dolls were 
offered last season, selling at 98 
cents, $1.98 and $2.98 respective- 
ly. Plenty of wheel goods were 
stocked and shown; these, espe- 
cially, are emphasized throughout 
the year. 


Variety of Items 


“When we started in the toy 
business six years ago,” says Mr. 
Griffis, “we bought items by the 
dozen and half dozen, covering a 
fair variety. We do not buy that 
way now. We gage the number 
on each item and widen the num- 
ber of items so as to cover as 
much toy territory as conforms 
with our best judgment. In this 
way, I believe, we attract more 
customers without increasing our 
investment. 

“The toys we don’t sell at 
Christmas-time and which are car- 
ried over, we list separately on 
our inventory. This guides us 
when we buy again for the next 
holiday season. In general, the 
more toys you have to show the 
more you can sell. Get the items; 
range is more important than 
quantity. That is what I would 
say to any other dealer who might 
ask my opinion.” 

Electric trains are vigorously 
merchandised by the Wolff-Griffis 


team during the holidays. How- 


ever, the display in this de- 
partment occupies comparatively 
little space. Formerly the firm 
displayed trains in the boxes. This 
led to confusion. It was unsatis- 
factory in other ways. The boy 
customer invariably wants to see 
the train that interests him on 
the track. It is almost a “law” 
of juvenile psychology. 

To satisfy this craving, to make 
a better showing of electric trains 
and to economize on space,. Mr. 
Wolff and Mr. Griffis, acting as 
their own “store engineers,” de- 
vised a track rack that met all 


(Continued from page 48) 





How the members 
of the Wolff-Griffis 
Mercantile Team 
Arouse the Christ- 
mas Toy-Buying 
Spirit Early — Their 
Effective Device for 
Displaying Electric 
Trains of Which 
They Sell a Thou- 
sand Dollars Worth 


Each Holiday 


Season. 











three of these requirements. Six 
uprights, made from clothes- 
props, were erected in a semi- 
circle on top of a standard dis- 
play table. 


Trackage for Two Sets 


Four corner irons were screwed 
to the inner side of each upright; 
these served as brackets to sup- 
port four levels of track. Quarter- 
inch angles were used to stiffen 
the rack at the top; additional 
strength was gained by the use of 
guy wires and screw-eyes. 

This arrangement affords enough 
trackage to display two train sets 
on each level except the one at the 
top which is the old, or 1%-inch, 
gage; the three lower tracks are 
standard, or 24-inch, gage. In 


all, 34 units of “rolling stock” can 


be shown on this space-saving 
rack, and shown just as the eager 
boy prospect likes to see it. 

Below, on the table-top, the va- 
rious accessories are mounted 
firmly so that they cannot get out 
of place. Each piece of track, 
connector and train control that 
comes out of the same box is fixed 
to the green beaver-board on top 
of the table. 


Reserve Stock 


Thus the clerk does not have to 
assemble them when he makes a 
sale. He merely unfastens the 
pieces, wraps them up and re- 
places them for the next cus- 
tomer. . 

Reserve stock is kept beneath 
the table. A station, a signal 
tower, a switchboard, semaphores, 
danger signals, miniature-village 
pieces and the other accessories 
are also fixed to the board. Here, 
within easy reach of one clerk’s 
hand, is the whole electric train 
department. 

Nearly a thousand dollars’ 
worth of electric trains are sold 
each season in the Wolff-Griffis 
store. Usually more track and 
other accessories are sold after 
Christmas than before. The boy’s 
father often gets interested and 
insists on having more and better 
equipment. 

“In our experience,” says Mr. 
Griffis, “we find that electric 
trains require little outside ser- 
vicing nowadays. Several years 
ago this was not the case. They 
gave us grief. Not more than two 
out of ten trains we sell, I should 
say, have to be serviced. 

“Sometimes we find that the 
transformer is not’ correctly 
hooked up. In that case, we can 
easily correct the trouble. If the 
customer has a legitimate com- 
plaint, we take the part back and 
send it to the factory for repair. 
On the whole, however, we en- 
counter very little trouble of this 
sort in handling electric trains.” 
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; aia Type nee Size 





Reed and 
Prinee 
Produets 
inelude: 


Wood Screws 
Machine Screws 
Cap Screws 

Set Screws 
Stove Bolts 
Sink Bolts 
Hanger Bolts 
Machine Screw Nuts 
Stove Bolt Nuts 
Chair Rods 
Stove Rods 
Seat Rods 
Specialties 


Available in any fin- 
ish — nickel, blued, 
copper, bronze, brass, 
galvanized, plain, 
polished, cadmium, 
chromium. 


REED & PRINCE MFG.CO. 
WORCESTER, MASS..U.S.A. 


WESTERN BRANCH at CHICAGO - 3635 IRON STREET 








Reed & Prince Screw 
Products can be depend- 


ed upon for unvarying | 


uniformity in strength, 
finish and dimensions. 
Every Screw, Nut and 
Bolt meets the highest 
standards of quality and 
accuracy. 

For GOOD WORK use 
dependable Reed & 
Prince Products. Your 
largest requirements can 
be handled promptly. 
May we submit samples 
and prices. 








Notice that 
= Surface . . 


—lt is one of the reasons wre 


Reading Cut Nails hold—and 
hold—and hold. Because they 
are cut hot, Reading Cut Nails 
have a roughened texture 
which increases their bull-dog 
grip. Like hundreds of teeth, 
the tiny surface irregularities 
bite into the wood. 

Reading Cut Nails guarantee 
greater gripping power. That is 
why it takes fewer of them to 
assure a permanently tight job. 
Remember, Reading Cut Nails 
are free from laminations. We'll 
be glad to give you the profit- 
able facts about Reading Cut 
Nails—send far our illustrated 
catalog today. 








Reading Cut Nails are obtainable 
through authorized distributors 


READING IRON COMPANY 


Reading, Pennsylvania 


Atlanta Cincinnati Pittsburgh San Francisco 
Baltimore Detroit Clevelead Seattle 
Boston Houston : Philadelphia 
Buffalo Los Angeles St. Louis New Orleans 
Chicago New York Tulsa Kansas City 


READING 
CUT NAILS 


CUT FROM SOLID PLATE 
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Ready to Service Cars 
for Winter Driving 


Service stations and garages will 
find the accompanying map an excel- 
lent guide by which to advise motor- 
ists on the care of their cars for win- 
ter driving. The dates of first freezes 
as indicated in the map are based on 
the records of the United States 
Weather Bureau and are being used 
by the American Automobile Asso- 
ciation as a part of its car-care cam- 
paign. Service men will find it to 
their advantage to “tip off” customers 
to the expected freezing weather and 
be prepared to give their automobile 
cooling systems a thorough cleansing 
and to supply antifreeze solutions to 
safeguard driving during the on- 
coming months. 








REPRODUCED BY COURTESY OF 
AMERICAN AUTOMOBILE ASSOCIATION 
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New CATALOGS AND 


Deacers’ HELps 


AVAILABLE FROM MANUFACTURERS 


Goodell-Pratt Issues 
Catalog No. 17 


Catalog No. 17, just announced by the 
Goodell-Pratt Co., Greenfield, Mass., will 
be of more interest to the tool trade than 
any previously issued by the concern. 
The regrouping of the many classifica- 
tions of tools manufactured, and the logi- 
cal sequence in which they appear, make 
it apparent that the convenience of the 
buyer was one of the prime considerations 
in the building of this 416-page catalog. 
Many new tools are shown, including 
several fine screwdrivers, an automatic 
drill, micrometers, a hacksaw frame, a 
wood-working lathe, cold chisels and 
punches. These additions round out their 
line with carefully selected new tools 
which appear to have interesting volume 
possibilities for every tool merchant. In 
the special colored section devoted to 
electric drills, tools and accessories is a 
new heavy-duty motor-driven workshop. 
Important price revisions are effective 
with this issue. 


Barnstead Distilled Water 
Handbook, Catalog B 


Barnstead Still & Sterilizer Co., Inc., 
Boston, Mass., has published Catalog B, 
which describes the modern use of water 
distilling equipment in all fields. The 
booklet is divided into seven sections, 
which are illustrated. Subjects covered 


are: A handbook of  water-distilling 
equipment for all purposes, water-distilling 
equipment for general laboratory and in- 
dustrial requirements, water-distilling 
equipment for the modern hospital, bat- 
tery service stills, mirror silvering and 
the glass industries, retail drug field 
and home type stills for drinking water 
and household use, etc. A condensed 
price list folder, issued with, the book- 
let, indicates terms of sale, methods of 
ordering and specifications as to capac- 
ity, shipping weights and list prices. 





Hercules Publishes 
Catalog in Spanish 


An attractively illustrated catalog of 
Hercules explosives printed in the Span- 
ish language has just been issued by 
Hercules Powder Co., Wilmington, Del. 
Intended as a reference book on explo- 
sives for Hercules’ clients in Latin Amer- 
ica, the new booklet describes explosives, 
blasting accessories and smokeless pow- 
der. It is illustrated with Latin Amer- 
ican scenes. The catalog will be an im- 
portant sales aid in Hercules explosives 
export business. 





Hotpoint Christmas Campaign 
Broadside Issued to Trade 


Edison General Electric Appliance Co., 
Inc., 5600 W. Taylor St., Chicago, IIL, 


has issued a broadside in colors show- 
ing the window display material offered 
Hotpoint dealers. A suggested window 
display is shown, in which redmen, win- 
dow cutouts, price cards and window 
banner, supplied by the company, are 
utilized. The window cutouts, window 
banner, price card and redmen are illus- 
trated in color. Advertising mats offered 
are illustrated. A suggested sales letter 
is shown for use in the Christmas cam- 
paign. Christmas folder No. J59, show- 
ing Hotpoint electric gifts, is illustrated. 





Gelamite Explosive 
Described in Booklet 


A new type of explosive being manu- 
factured by the Hercules Powder Co. is 
described in a booklet, “Hercules Gela- 
mite,” just issued. Gelamite, the result 
of years of research in Hercules labo- 
ratories, is an economical substitute for 
gelatin dynamites up to 60 per cent 
strength at a saving of 10 to 20 per 
cent in explosives costs, according to the 
booklet. Its characteristics—water resis- 
tance, cohesiveness and plasticity, safety, 
strength and suitable fumes—compare 
favorably with the gelatin grades and 
can be used more economically. In mines, 
quarries, open pits and in construction 
work, Gelamite has proved its worth in 
blasting tests. Weight equivalents for 
the replacement of Gelatin Extra L.F. 
and cost per cartridge is included in the 
booklet. 
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No Matter What Color Scheme 








your customers prefer in their bath rooms, the 
beautiful RNS \Vhite Fixtures will harmonize 
with it. 


And, what’s more, 





No. 03351 
White Finish = 
TUMBLER 
and 
TOOTH BRUSH 
HOLDER 
| h 
We also make Bath Room Fixtures 
Furniture 
Trimmings, se . 
Upholsterers’ are made to stand the test of time——their base 
os Eyelets, is always of Solid Brass—will not rust—will 
rommets n 
W + and not wear out. 
ashers 
No. 03179 They please the most critical. Our catalog shows 
_ White Finish A ? : har 
wae a SOAP HOLDER some decidedly attractive patterns. Send for a 





copy and request our latest price list. 


AMERICAN RING COMPANY 


Waterbury Connecticut 
Branch Offices: 


Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 E. Madison St. 


15,000 Dozen (180,000) !!! 
Celebrated “HAMMER BRAND” 
Pocket Knives 


Standard as Highest Quality American 
goods for over 80 years! 

















Latest and Most Popular Designs 
Will Be Sold at Unrestricted Public Sale 


wae FRIDAY, OCTOBER 24th, at 10.30 A. M., Sharp 


At BISSELLS, 133 Greene St., New York 


Regular Fall Trade Sale of E. BISSELL & COMPANY 
Pocket Knives : Made by * Wholesale Auctioneers 
New York Knife Co., Walden, N. Y. 133-135 Greene St. New York 


Samples on Exhibition After October 20th 
Will Be Offered in Lots of 3-6-12 Dozen and Upwards 


aac aca cO E Ma IOa GI GIOc eB a CPE 
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ASN SALI: 
< CONN.USA 


cence 


Lock No. 04810—1% in. dia. 
Lock No. 04811—1%4 in. dia. 





f: prevent robbery, a lock with secure 
construction must be used. The Eagle 
Padlock here shown will provide the maxi- 
mum protection against picking, breaking or 
forcing. 


Selling a quality product like this lock gives 
satisfaction to customers, inspires confidence 
in you and insures increased profits. 


Consult your jobber 

a | 

The Eagle Quality Line 

Night Latches 


Cabinet Locks 
Wood Screws 


caste [Bek co 
26 Warren Street-- New York 


Branch Offices: ; 
52iCommerce St. 177-(79N.FranklinSt. 114 Bedford St 
Philodelphia, Pa. Chicogo, tll. Boston, Mas@ 

Works ot Terryville, Conn. 





Front Door Sets Padlocks 
Store Door Sets Trunk Locks 
Stove Bolts 











Hot of the Nail Ke 


Little yarns that others have laughed over 
culled from various sources. As a contem- 
“Some of them have been 
copied, the rest will be.” 


porary puts it: 








“Rastus, what’s an alibi?” 

“Dat’s provin’ you wuz at 
prayer meeting whar you 
wasn’t, in order to show you 
wasn’t at the crap game 
whar you wuz.” 


He: “Darling, do you think 
you could live on twenty-five 
dollars a week?” 

She: “Yes, but no longer.” 


“Think of something very 
nice,” said the dentist as he 
started to drill, “then you 
won’t notice the pain.” 

The patient did not move. 

“Splendid! What did you 
think about?” 

“Well, I thought my boss 
was here in my place.” 





A deaf old lady went to 
live near one of the naval 
ports. Shortly afterward a 
battleship fired a salute of 
ten guns. The old lady, who 
lived alone, got out of her 
chair, smoothed down her 
dress, patted her hair, and 
said sweetly, “Come in.” 





There’s no telling how long 
Methuselah might have lived 
if he had had his appendix, 
teeth and tonsils out, used 
the right brand of tooth 
paste and smoked coughless 
cigarettes. 


The telephone in the hard- 
ware store rang and was duly 
answered. 

“This is Miss—er, I mean 
Mrs. Martin,” said a voice. 
“Will you send a boy over 
for that mousetrap you sold 
me yesterday and have him 
bring another in its place?” 

“Is there something wrong 
with it?” queried the hard- 


ware man. 
Oh, no! _ It’s perfectly 
wonderful, but~ there’s a 


mouse in it now!” 





“That man cheats,” said 2 
golfer as he entered the 
clubhouse. 

“He lost his ball in the 
rough and played another 
ball without losing a stroke.” 

“How do you know he 
didn’t find his ball?” asked a. 
friend, 

“Because I got it in my 
pocket,” replied the right-~ 
eous one. 


Cop: “Madam, didn’t you 
see me hold up my hand?” 

Woman at the wheel: “I did 
not.” 

Cop: “Didn’t you hear me 
blow. my whistle?” 

Woman at the wheel: “I did 
not.” 

Cop: “Well, I guess I 
might as well go home. I 
don’t seem to be doing much 
good here.” 


Southern Californian (home. 
from a vacation trip out of 
the State): “Ahhh! Doesn’t 
the old bus ride nice, now 
that we’ve got the tires filled 
again with this wonderful 
Los Angéles air!” 


Installment Collector: “See: 
here, you’re several install- 
ments behind on your piano.” 


Purchaser: “Well, the com- 
pany advises, ‘Pay as you 
play.’ ” 


Collector: “What’s that got. 
to do with it?” 

Purchaser: “I play very 
poorly.” 


Timid Wife (to husband 
who has fallen asleep at the 
wheel): “I don’t mean to dic- 
tate to you, George, but isn’t 
that billboard coming at us. 


awfully fast?” 
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A missionary priest in 
‘Auckland, New Zealand, was 

leaving the rectory of his 
church when an old lady ap- 
proached him and asked him 
for something toward her 
rent. He told her he never 
carried any money, being de- 
pendent on the good will of 
his colleagues for his own 
needs, and that she should 
appeal to the parish fathers. 
But the old lady replied that 
she had received an inspira- 
tion while at prayer in the 
church that the first man she 
met would give her the rent, 
and she insisted that he 
search his pockets. So to 
satisfy her the missionary 
drew out his pockets. Great 
was his astonishment to dis- 
cover a $20 gold piece. 

“There you are,” she cried, 
“didn’t the blessed angels tell 
me true?” 

“Take it, my good woman,” 
said the missionary, “and 
God’s blessing with it—it’s 
certainly a miracle.” 

At dinner later the mis- 
sionary told the fathers of 
the incident. “Now wouldn’t 
you call that a miracle?” he 
asked. 

“Divil a miracle,” groaned 
one old father at the end of 
the table. “You just had my 
pants on by mistake.” 





Mother: “Now, Willie, I 
want you to get acquainted 
with the new nurse. Go in 
and kiss her nicely.” 

Willie: “Yes, and get my 
face slapped like papa did?” 





“American chewing gum 
has gained a foothold in 
Japan,” says an exchange. 
Its faculty for gaining a 
foothold is its most unpopu- 
lar feature in this country. 





The cricket is on the hearth, 
dear, 
There’s your pipe and a 
book that’s new; 
Your slippers are by the 
fire, dear, 
But where in hell are you? 





Nervous Patient: “Will the 
anesthetic make me sick?” 

Doctor: “No, I think not.” 

Patient: “How long will it 
be before I know anything?” 

Doctor: “Aren’t you ex- 
pecting too much of an an- 
esthetic?” 





An old colored woman | 
came to the Governor of Ten- 
nessee: 

“Marse Govenah, I want 
my. Sam pahdoned,” said she. 
“Where is he, auntie?” 

“In de penitentiary.” 

“What for?” 

“Stealin’ a ham.” 

“Did he steal it?” 

“Yes, sah, he shua did.” 


“Is he a_ good nigger, 
auntie?” 
“Lawsy, no suh. He’s a 


pow’ful wo’thless niggah.” 
“Then why do you want 
him pardoned?” 
“’Cause, yo’ honah, we’s 
plum out of ham ag’in.” 





Bible class teacher: Now, 
which of you children can tell 
me who it was that fed 5000 
people on seven loaves of 
bread and— 

Tommy (shouting from the 
rear of the room): I bet it 
was that feller that makes 
the sandwiches down at the 
drug store. 





In an out-of-the-way cor- 
ner of a Boston graveyard 
stands a brown board show- 
ing the marks of age and 
neglect. It bears the inscrip- 
tion: “Sacred to the memory 
of Even Harvey, who de- 
parted this life suddenly and 
unexpectedly by a cow kick- 
ing him on the 15th of Sep- 
tember, 1858. Well done, thou 
good and faithful servant.” 


A Wichita Falls woman re- 
cently patented an arm rest 
for automobile drivers. A 
chin rest for back-seat driv- 
ers would find instant ap- 
peal. 





Mrs. Henpeck (sarcastical- 
ly): “I suppose you’ve been 
to see a sick friend—holding 
his hand all evening?” 

Mr. Henpeck (sadly): “If 
I’d been holding his hands 
I’d have made some money.” 





Caller: “So your new hus- 
band is lazy, is he, Mandy?” 

Mandy: “Lazy? Ah’ll say 
he’s lazy. Dat man been 
out back o’ de bahn sawin’ 
wood all mawnin’ jest to git 
outen goin’ to the stoah to 
git me a loaf o’ bread.” 








Paid 


their methods. 


ware. 
and failure. 


will be sent without cost. 


Business | 
Building 


Sign in the Margin. 
Tear out this ad and 
mail today. 10A 





HELLER 


Some Slants on Selling More Hardware 





New Angles That Have 


Big — 


HERE’S a reason why some hardware merchants 
get along better than others. 
Right methods are the result of experi- 
ence, judgment and resources. 

Half a century of specialization in the problems of retail 
merchandising has given the Heller organization a wealth 
of information on the science of profitably selling hard- 
We have examined the reasons for both success 


The difference is in 


If you are a hardware merchant, if you are ambitious, 
if you are open minded—send today for this book. 


It 


Store 
Equipment 


W. C. HELLER & CO. 


700 Bryant St., Montpelier Ohio 
N. Y. Office: 20 Vesey St., Suite 500 











FANS 


a nation of fans. 


the lookout for better 


ly interested. 


month—you _ will 


store. 


Hardware Age 
239 W. 39th St. 
New York City 





In the regular sporting 
goods issues of Hardware 
Age — published every 
second issue of the 
find 
practical ideas and sug- 
gestions for this profita- 
ble department of your 


MILLIONS OF THEM 


Golf fans—foot-ball fans—boxing fans—we’re 
Twelve months a year— 
every day in each week—we’re interested in 
sports, and twelve months a year we create a 


demand for SPORTING GOODS. 


We take our sports rather seriously, and we 
must be well equipped. We’re constantly on 


equipment. 


We look in the hardware merchant’s windows, 
and if he has something to show us we're keen- 
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RICH 


LADDERS 


are RICH in Sales 


Possibilities .... 






















Due to their quality materials and 
construction, they meet the ever-grow- | 
ing demand for light weight, strong, | 
SAFE Ladders. 


There is a RICH Ladder for every 
purpose. We make prompt shipments 
—24-hour service from our new plant 
—freight prepaid. Write for catalog 
and prices—no obligation. 


The Rich Pump & Ladder Co. 


Cincinnati, Ohio 














WALWORTH 


Walworth Company, General Sales Offices: 
60 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, IIl.; 


Greensburg, Pa., and Attalla, Ala. 
Distributors in Principal Cities of the World | 


Walworth Company Limited, 660 St. Catherine Street West, 
Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative | 


Makers of Dan Stillson’s Wrench 


The Subscriber SPFAK: / 


Mr. Kunstler: 


















Please cancel my subscrip- 


3E > event that 
i ARDWARE AGE. In the 
_ edie gage in the hardware 


I should again en 2 

business—my first thought a od ti 
; sripti A hardware 
snew the subsc ription. # 

ae HARDWARE AGE would be 


store without 
like trying to 0 
out lubricating oil. 
H. D. STERLING, 
1207 So. Cloverdale Ave., 
Los Angeles, California. 


perate a motor car with- 











Coming Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, May, 1931; exact dates 
to be decided later. L. P. Biggs, secretary, 815 Southern 
Trust Building, Little Rock. 

THIRD ANNUAL CONVENTION OF THE AMERICAN ASSO- 
CIATION OF MASTER LOCKSMITHS, Hotel Pennsylvania, 
New York City, Nov. 12, 1930. Walter S. Orrell, secre- 
tary, 206 Pearl St., New York City. 

AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
CONVENTION, » Marborough-Blenheim Hotel, Atlantic 
City, N. J., Oct. 20, 21, 22, 23, 1930. Charles F. Rock- 
well, secretary-treasurer, 342 Madison Ave., New York 
City. . 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, San Francisco, February, 1931. 
LeRoy Smith, secretary, 112 Market St., San Francisco. 

CAROLINAS HARDWARE ASSOCIATION CONVENTION, 


| June 9, 10, 11, 1931; place to be decided later. Arthur 


R. Craig, secretary, 804-806 Commercial Bank Building, 


Charlotte, N. C. 


CONNECTICUT HARDWARE ASSOCIATION CONVENTION, 
February, 1931; date and place to be decided later. 
Chas. R. Freeman, secretary, Branford. 

IDAHO RETAIL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Boise, Jan. 27, 28, 29, 1931. 
Headquarters, Owhyee Hotel. E. E. Lucas, secretary, 
Hutton Building, Spokane, Wash. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Hotel Sherman, Chicago, Feb. 10, 11, 
12, 1931. Paul M. Mulliken, Managing Director, 14-16 
North Spring St., Elgin. R. Y. Wallace, Director of 
Exhibits, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Manufacturers’ Building at the 


| Indiana State Fair Grounds, Indianapolis, Jan. 27, 28, 


29, 30, 1931. Hotel headquarters, Claypool Hotel. G. F. 
Sheely, secretary, 911 Meyer-Kiser Bank Building, 
Indianapolis. 

IowA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Des Moines, Feb. 10, 11, 12, 18, 1931. 


| Convention sessions at the Hotel Savery; Hardware Ex- 
| hibition at Des Moines Coliseum. A. R. Sale, secretary, 
| Hardware Building, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBIT, Brown Hotel, Louisville, 
Jan. 20, 21, 22, 23, 1931. J. M. Stone, secretary- 
treasurer, Room 308, Republic Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Grand Rapids, Feb. 3, 4, 5, 6, 
1931. Headquarters, Hotel Pantlind. Exhibition at 
Waters-Klingman Exhibition Building. A. J. Scott, 
secretary, Marine City. Karl S. Judson, Exhibit Man- 
ager, 248 Morris Ave., Grand Rapids. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Feb. 17, 18, 19, 20, 1931; Municipal Auditorium, 
Minneapolis. Charles H. Casey, manager-treasurer, 
2344 Nicollet Ave., Minneapolis. 

MISSISSIPPI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Buena Vista Hotel, Biloxi, June 15, 16, 17, 1931. 
Guy Nason, secretary, Starkville. 























.MISSOURI RETAIL HARDWARE ASSOCIATION CONVEN- | 


TION AND EXHIBITION, New Jefferson Hotel, St. Louis, 
Feb. 24, 25, 26, 1931. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

MONTANA IMPLEMENT AND HARDWARE ASSOCIATION 
CONVENTION, Great Falls, Mont., Feb. 12, 13, 14, 1931 
A. C. Talmage, secretary-treasurer, Bozeman. 


MOUNTAIN STATES HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Denver, Colo., Jan., 1931; exact 
dates to be decided later. John T. Bartlett, secretary, 
2005 Mapleton Ave., Boulder, Colo. 

NATIONAL ELECTRIC LIGHT ASSOCIATION CONVENTION 
AND EXHIBITION, Atlantic City Auditorium and Con- 
vention Hall, Atlantic City, N. J., June 8, 9, 10, 11, 12, 
1931. A. Jackson Marshall, secretary, 420 Lexington 
Ave., New York City. 

NATIONAL HARDWARE ASSOCIATION CONVENTION, 
Marlborough-Blenheim Hotel, Atlantic City, N. J., Oct. 
20, 21, 22, 28, 1930. George A. Fernley, secretary- 
treasurer, 505 Arch St., Philadelphia, Pa. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
‘TION AND EXHIBITION, University Coliseum, Lincoln, 
Jan. 27, 28, 29, 30, 1931. Headquarters, Lincoln Hotel. 
Geo. H. Dietz, secretary, 414-419 Little Building, 
Lincoln. 

NEW ENGLAND RETAIL HARDWARE DEALERS ASSO- 
CIATION CONVENTION AND EXHIBITION, Boston, Feb. 
25, 26 and 27, 1931. Convention at Paul Revere Hall, 
Exhibition at Mechanics Building. George A. Fiel, 
secretary, 80 Federal St., Boston, Mass. 

NEW YoRK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Rochester, Feb. 17, 18, 
19, 20, 1931. Headquarters, Hotel Seneca. Sessions 
and Exposition at Edgerton Park, John B. Foley, sec- 
retary, 510 Hills Building, Syracuse. Martin Van 
Dussen, Manager of Exposition, 286 North St., Roches- 
ter. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Minot, Feb. 10, 11, 12. 1931. 
C. N. Barnes, secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Cleveland, Feb. 17, 18, 19, 20, 1931. Head- 
quarters, Hotel Cleveland. Exhibition in Public Audi- 
torium Annex. James B. Carson, secretary, 708 Mutual 
Home Building, Dayton. 

OKLAHOMA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Masonic Temple, Oklahoma City, Jan. 27, 28, 29, 
1931. Charles F. Nelson, secretary, 207-208 Bloom- 
field Building, Oklahoma City. 

OREGON RETAIL HARDWARE & IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Portland. Headquarters 
Multnomah Hotel, Feb. 10, 11, 12, 1931. E. E. Lucas, 
secretary, Hutton Building, Spokane, Wash. 

PACIFIC NORTHWEST HARDWARE & IMPLEMENT ASSO- 
CIATION CONVENTION, Spokane, Wash. Headquarters 
Davenport Hotel, Feb. 4, 5, 6, 1931. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC., CONVENTION AND EXHIBITION, Com- 
mercial Museum, Philadelphia, Feb. 10, 11, 12, 13, 1931. 
W. Glenn Pearce, secretary-treasurer, 610 Wesley 
Building, Philadelphia. 


(Continued on next page) 
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«and how 
it SELLS! 


few Bridgeport Red Crown Non-Skid is the 
fastest-selling medium-priced screw driver on 
the market—first, because it drives screws easier 
than any other screw driver; second, because it 
is advertised better than any other screw driver; 
and, third, because the dealer is given more sales 
help than with any other screw driver. Order 
one dozen quick-selling styles and sizes from 
your jobber today. List, $5.45. Cost, $3.63. 
Profit, $1.82—50% on cost. Counter Display free. 








THE BRIDGEPORT HDWE. MFG. CORP. 
Bridgeport, Conn. 
The World’s Largest Makers of Screw Drivers 
Brid e * 
sdgepor 


THE CHOICE of MEN WHO KNOW TOOLS 





Net Weight 2/2 ibs. 






ERFECT 

ATCHING 

‘|| BLASTER 
PECORA PAINT CO. 


PHILADELPHIA.PA.1 
{ Est. 1862 by Smith Bowen 
like a skyscraper when you consider 
that every householder needs a car- 
ton and the profit is generous. 
Fine for repairing cracks in plaster 
or tile. Cartons of 2% to 15 Ibs. 
Write for samples and prices to 
Pecora Paint Co., 4th Street and 
Glenwood Avenue, Philadelphia, 
Pa. Established 1862 by Smith 
Bowen. 
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cA good name to look for on dry 
batteries, radio tubes, and flashlights 


FRENCH BATTERY COMPANY 
Factory: Madison, Wisconsin 
General Sales Office: 20 North Wacker Drive, Chicago, Iil. 

















THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia. 
Western Factory—Dayton, Ohio. 














Still Unsurpassed 


The old rugged COES Knife-Handle 
Wrench was the best obtainable more 
than 60 years ago. It is still unsur- 
passed. Sizes: 6 to 21 inches. Ask your 
jobber. 


BEMIS & CALL CO., Springfield, Mass. 











Cap’n Mark says: 


“If I were a-sellin’ Rope, I'd 
certainly sell Columbian Tape- 
Marked. It is waterproofed, 
guaranteed and has more real 
good sellin’ points than any 
rope I know of—and it more’n 
measures up to them.” 
Write our nearest branch for 
any information 
Columbian Rope Company 


352-80 Genesee Street 
Auburn, N. Y. “The Cordage City” 





Branches :— 
New York Chicago Boston NewOrleans Philadelphia 

















Coming Conventions 


(Continued from page 87) 


SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Feb. 24, 25, 26, 1931, 
Ambassador Hotel Auditorium, Los Angeles. J. V. 
Guilfoyle, secretary, 420 E. 8th St., Los Angeles. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHBITION, Atlanta, Ga., 
May 12, 18, 14, 1931. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, New Auditorium, Rapid City, Feb. 3, 4, 5, 
1931. Headquarters, Alex Johnson Hotel. Charles H. 
Casey, manager and treasurer,, 2344 Nicollet Ave., 
Minneapolis, Minn. 

TEXAS HARDWARE AND IMPLEMENT ASSOCIATION CON- 
VENTION, Baker Hotel, Dallas, Jan. 20, 21, 22, 1931. Dan 
Scoates, secretary, College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Richmond, Feb. 24, 25, 26, 1931. 
Thos. B. Howell, secretary, 802 Broad St., Richmond. 

WEST VIRGINIA HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Charleston, Jan. 20, 21, 22, 1981. 
Headquarters, Daniel Boone Hotel. Exhibition in the 
Armory Building. James B. Carson, secretary, 708 
Mutual Home Building, Dayton, Ohio. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee Auditorium, Milwau- 
kee, Feb. 3, 4, 5, 6, 1931. B. Christianson, secretary, 
Stevens Point. 


Steel Armored Heater Plug 


Beaver Mfg. Co., 625 N. Third St., Newark, 
N. J., offers the No. F-33 steel armored heater 
plug, for general appliance use. It is com- 
pletely armored to protect it against dropping 
on the floor, etc. The armor is rust proofed 
by new cadmium process. Suggested retail 
selling price is 25c. Cost to dealer of the 
plug is 12%c in standard package quantities. 





4 


Disston 
Stronghold 
File Handles 


Henry Disston & Sons, 
Inc., Philadelphia, Pa., of- 
fers the Stronghold file 
handles, the outstanding 
features of which are the 
coiled steel spring ferrule 
and slots in the end. They 
are made of selected hard- 
wood, in five different 
sizes, shaped for comfort- 
able grip. Expansion and 
contraction are provided 
for. Tangs of various 
thickness can be inserted 
and removed easily. Coiled 
spring holds files continu- 
ally in a vise-like grip 
No. 1 is for files 3 to 6 
inches, No. 2 for files 6 to 
10 inches. Nos. 3 and 4 
are for files 10 to 12 inches and for 14 inch files respectively. No. O 
is a special hand saw file handle used in the Disston Works. 
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Waffle Master 


Waffle Master is the name of 
the waffle iron offered as part 
of the Toastmaster line, made by 
the Waters Genter Co., 213 N 
2nd St., Minneapolis, Minn. It 
is of compact plain design, built 
low and requiring minimum table 
space. Waffle iron is stamped , 
solid, with no ornamentation or scrolls. It must be preheated, which is 
accomplished by an automatic preheating device. Positive mechanical 
control cuts down the current, stops baking automatically and produces 
uniform waffles, regardless of number baked, in succession. When 
waffle is done, green pilot light turns dull red. A removable, easily 
cleanable ring about 38 of an inch wide rests around the lower grid to 
catch overflow of batter. It is finished in finest chromium plate, base 
shell is square, with flattened corners, producing an octagonal appear- 
ance, handles are of bakelite. Toaster is offered to sell for the suggested 
price of $17.50. Iron weighs 72 Ibs, stands 4% inches high and con- 
sumes 800 watts on high baking heat or 165 watts on low heat 





National Oil Burning 
Tank Heaters 


National oil burning tank heat- 
ers are made by C. W. Busby 
& Co., Washington, lowa, who 
have been in the business of 
making and selling oil heaters 
for more than 15 years. Tne 
National heater operates on low 
cost fuel oil, distillate or kerc- 
sene, which it burns with clean 
smokeless flame. Average fuel 
cost is | cent an hour. The 
heater is made of iron and steel 
throughout, the body being of 
14 gage sheet steel with welded 
seams. There are no delicate 
parts to burn out, clog or get out of adjustment. Each heater carries a 
signed guarantee by the manufacturer. Heater body is 10 inches in 
diameter and stands 26 inches high, but so constructed that full value 
is obtained from fuel consumed even when water line is as low as 
fifteen inches. 





Wall No. 31 Blow Torch 


Dreadnaught No. 31, utility torch 
has drawn steel tank, of light weight 
and great strength. It has three 
openings in tank; filler plug, pump 
and supply pipe connection flanged 
on inside and brazed. Angle handle 
brazed to tank, is restful to operator, 
when torch is used for long time. 
Seamless brass pump shell is held 
in place with brass nut onto forged 
pump housing, with pump plunger, 
that can be removed without disturbing pump assembly. Burner of brass 
casting type is readily heated and is equipped with soldering iron reset, 
with no solder to melt or crack loose. Torch is tested under 100 Ibs. 
pressure and service tested before being shipped. Capacity is | qt., 
weight for shipping per dozen is 55 Ibs. List price is $5.00 each. P 
Wall Mfg. Supply Co., 3126 Preble Avenue, Pittsburgh, Pa., is the maker 





Structo No. 46 Tractor 


American Flyer Mfg. Co., 2219 South Halsted Street, Chicago, Ill., 
distributor of Structo toys, offers the No. 46 chain tread tractor with 
trailer and scraper. It is offered in red and orange and overall size is 
23% x 4% x 5 inches, with a gross weight of 32 Ibs. Standard 





15 


selling price 


Suggested retail 
Tractor has powerful regulated motor, equipped with 
It is capable of pulling the four 
Toys may be detached from 


package of 12 weighs 43 Ibs. 
$3.25 each 
brake and patented steel treads 
wheel trailer and scraper fully loaded 
each other 


























Superior 
Brand 
: Hardware 
MET Srithy 
Meiuansese i Cloth 
; eaelt 2 
1H Wiersrrri itt means just what its 
{ eaeaasi! Shae ‘ 
i fH | 4 name indicates. It is 
Ut o3 eH superior. 
Hts sto sgtaat 
eaanenss. Smooth, round, stand- 
ard size wire, evenly 


woven Ww 
vage an 
vanized. 


ith straight sel- 
d heavily gal- 


G. F. Wright Steel 
& Wire Co. : 


Worcester, Mass. 


BRAND 

















Many a man is 
like a tack... 


Why? — useful if headed in 
the right direction—but ca- 
pable of going only as far 


VN 


as his head will let him. 


Customers will use “t 
heads to come back to 
store if you carry 


Tacks and Small Nail 


and price range. 
jobber for them 


ATLAS 


They will remember these 
clean cut, serviceable items 
.. - available in both quality 


CORPORATION 


FAIRHAVEN, MASS. 









heir 
your 


Atlas 


Ss. 


Ask your 
by name. 


TACK 


ST. LOUIS, MO. 














90 HARDWARE 


AGE for OCTOBER Q, 


1930 





FREE. NWeuw_ 
Snap Coupling 







tronger, Faster 
You can’t blow it out!...can’t even dis- 
connect it when pressure is on! So simple it 
can’t get out of order. Unbelievably light. 
GUARANTEED... A CHALLENGE... 
pick out the “toughest” connection in your 
shop ... write us size and use... and we'll 
send you a Pleco Q-D free to test. Write 


PACIFIC LUBRICATION ENG. CO. 
Dept. B 1603 S. Hill St., Los Angeles, C28 - 


Air, Water, Steam, 
Grease, Paint Spray, Rivet- 
ing, Welding, Rotary Park 


Sprinkler, Heavy Duty, etc. 
PLECO Q°D 











“IVES” Patent Ventilating Lock 





Menefesterers of Showing Window 


“Quality Hardware Since 1876” 
Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 


Showing Window 
Closed. 








SEAMLESS TUBING— 


Lengths and Coils 


Dehydrated Tubing for Refrigeration Use. 
“Extra Heavy” Tube for Oil Burner 
Installation 


Immediate delivery. Send for prices. 





























— ARMSTRONG BROS. 


Improved Chain Pipe Vise 


Light, Strong—Fits in tool bag, attaches anywhere. 
One piece (patented) drop fo jaws give full 
support, prevent bending smallest pipe. jase and 
handle are drop forged, Screw of Alloy Steel, 
Chain—proof tested. 













Assures Satisfaction 
This Mark 
Armstrong Bros. Hinged Vises are of improved 
design and superior workmanship. Automatic 
locking, quick action, great strength, conve- 
nient weight. Jaws of hardened tool steel— 
Hooks Drop Forged. 
Write for Free Catalog B-27 Today 


ARMSTRONG BROS. TOOL CO. 
314 No. Francisco Ave. Chicago, U.S.A. 
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Division of the United Business 


“The Hardware Dealers’ Magazine” 
Published Every Thursday 





Issued every Thursday by Iron Age Publishing Co. 


Publishers, Inc., 239 West 39th Street, New York City. Andrew C. Pearson, 
Chairman of the Board; Fritz J. Frank, President; C. A. Musselman, Vice-President; 
Frederic C. Stevens, Treasurer; Arnold L. Davis, Secretary. 
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Business Papers 
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Kester Radio Solder 


KESTER Rosin-Core SOLDER is the one 
solder universally used by radio manu- 
facturers because it is the only safe 
solder and flux combination for delicate 
radio work. KESTER Radio SOLDER 
is the same product in a flat ribbon form 
and is packed in generous coils in handy 
consumer tins. Like KESTER Metal 
Mender, it sells for 25c. For set repairs 

it has no equal. Always ready for use. 
Insist on KESTER SOLDER. 


From all Jobbers 
KESTER SOLDER COMPANY, 4205 Wrightwood Ave., Chicago 


Incorporated 1899 


ESTER—— 
R 


FLUX-CORE 
O Lp E 





Speed Your Turn Over with 


BOSTON, MASS. 


Nate) s WO. 0) .0D. 


SAMSON SPOT, PHOENIX and SACHEM brands 


Ved oRdetcniey ler tackelmertrlilamcaicie lactate ta ttt 
“There IS a Difference in Sash Cord’’ 
OTHER BRAIDED CORDS» COTTON TWINES 


Send for catalogue, samples and selling information 








Improve Your Store and 
Keep Your Small Hard- 
ware in Order at Very 
Low Cost. 


GREEN’S 








Improved 
STOCK BOXES 
SIZES TO FIT AND 
YOUR SHELVES SMALL PARTS CABINETS 


Write for Price List 


THE GREEN COMPANY 


250 W. 57th STREET, NEW YORK 
FROM YOUR JOBBER OR DIRECT 


We Are Headquarters 
for Washers of Every Type 


Make all kinds and sizes of Wrought 
and Steel Plate Washers. Roll the 
plate expressly for the purpose at our 
own works. Have specialized in this 
work for over 40 years. Also STAMP- 


INGS. 
Buy from Headquarters and save 
money. Send for 45 page Catalog. It 


contains practical washer information 
that every dealer should know. 


Wrought Washer Mfg. Co. 
46 South Bay St., Milwaukee, Wis. 


The World’s Largest Producer of Washers 














[t’s Up in a Jiffy 
PEE The Simplex 


No assembling. Heavy, 
widespread iron braces. 
Large water cup. A 
popular seller at $1.00. 
Finished in attractive 
green. Packed 12 to a 
carton. Shipping weight 27 Ibs. per carton. 
Coast to coast distribution. 


TWIN CITY IRON AND WIRE CO. 
21 to 35 West Water St. Saint Paul, Minn. 


























Pha Kees Specialties Bring Profi 
“hae ees Spectatties bring rrojit 
9 
<The Whole Year Round 
Metal Sidin, 
Corners | KEES CORN HUSKERS 
Window Screen Meet Demand of 
an 
Screen Door Farm Trade 
ware 
nai ¢ They save the wrist from 
) Roller and Ice strains, Protect the hand and re- 
Skates duce number of motions necessary 
_ to husk corn. Made of cold-rolled, 
"Lawn and pe pre pesca prey cogadh sol 
ed and mountec eavy leather. 
Garden Tools Worn with or oiiauk ates ; Va. 
riety of patterns t et demand 
Corn Huskers a all TB nenegy Write for ais 
and many other and catalog. 
esr F. D. KEES MFG. CO. 
BEATRICE, NEBRASKA 

















A “QUALITY” SELLER 
AT A LOW PRICE 





HE Hall “JUMBO” galvanized 
basket has advantages found in 
no other galvanized 
basket. It is probably 
sold in more hardware 


stores than any other 
similar product. Full form corrugations in heavily 
coated side, double bottom riveted through five layers 
of metal. Extra heavy Bessemer rod in top rim. 
Rope or iron handles. 


Hall Manufacturing Co., Cedar Rapids, Iowa 






















BE ITALEGEM PRODUCTS 





DEALER 
BOLTS—NUTS—RIVETS 


WIRE—Barbed, Barbless, Twisted; Processed, Bright, Galvanized; Bale Ties. 


OF INTEREST TO THE HARDWARE 


NAILS—Cement-coated, Bright, Blued, Galvanized, Staples. 


CAMBRIA FENCE & BETHLEHEM STEEL FENCE POSTS 


Bethlehem, Pa. 
Atlanta, 
is 


BETHLEHEM STEEL COMPANY, CGeneral Offices, 

District Offices: New York, Boston, Philadelphia, Baltimore, Washington, 

Pittsburgh, Buffalo, Cleveland, Cincinnati, Detroit, Chicago, St. Lou 

Pacific Coast Distributor: Pacific Coast Steel Corporation, San Francisco, Los Angeles, 
Portland, Seattle, Honolulu. 


UIA GAY 
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CLASSIFIED OPPORTUNITIES 





POSITIONS WANTED 


Special Rate, One Cent a Word; Minimum Fifty Words 


HELP WANTED 


Special Rate, One Cent a Word; Minimum Fifty Words 








Advertising Executives 


The Advertising Men's Post of the American Legion—Free 
Employment Service, has several members who can qualify 
for the position of Advertising Manager, Sales Manager, Pub- 
lisher’s Representative, etc. 


Please send a statement of your requirements to 2: W. 
Byrnes, Chairman of the Committee, at the address given below. 


Before you are requested to interview any man, the com- 
mittee, composed as follows, will make a — examina- 
tion of his qualifications in the light of your n 


F. MULLEN, J. RODGERS, 
National Broadcasting Co. McGraw-Hill Co. 
A. G, ENSRU FT Raleten Co. 
J. Walter a Co. 
G. BLOCKI, 
H. G. SCHUSTER, Good Housekeeping 
Chicago Daily News Magazine 
W. W. ROSS, 


Williams, Lawrence & 


RALPH NIECE, 
Cresmer Co. 


Nation’s Business 


Address: J. E. Byrnes, Chairman, Employment Committee, 
Advertising Men’s Post American Legion, Room 1305—66 E. 
So. Water, Chicago, Ill. 

















HARDWARE MAN, 29 years, married, with nine years’ experience in 
modern hardware store, competent in all lines, employed as store manager, 
desires change about March Ist, 1931, or sooner, if desired. Have execu- 
tive ability and am interested in modern line organization in ‘towns of 
25,000 to 50.000 in middle west, south or south western states. References 
furnished. Address Box 1-966, care of Harpware AcE, New York City. 
HELP WANTED 


CAPABLE, dependable man, widely experienced in sales work, thor- 
oughly grounded in Cutlery, Hardware and kindred lines, born and reared 
in the South, university education. In active touch with Jobbing trade, 
the larger Retail Hardware and Department stores in the south-west. 








Would like to secure connection with representative coneern, effective 
about October first. Addrss Box 1-956, care of Harpware Ace, New 
York City. 

DUE to liquidation of company, ambitious man, thirty-three years old, 


single, business education, successful record salesman and sales manager 
for wholesale hardware company, desires position of future possibilities 
with manufacturer or jobber of similar line. Inside or outside work. 
a references. Address Box I-958, care of HarpwAre AGE, New York 
ity. 


TWO Experienced Salesmen wanted to sell shelf hardware, house- 
furnishings and wooden ware. New England and Up-State New York 
territories open. Inquiries will be considered in confidence. ROTHBAUM 
& LEINWALD, 444 Broadway, New York City. 





BUSINESS OPPORTUNITIES 


Set Solid, Minimum of Five Lines........... 
1-Inch Box Display........... oe 


Four Consecutive Insertions, 10 Per Cent Discount 





cccccccccccccccs $3.00 


eee ee weer eee eses 





HARDWARE Jobbing Business, handling a line of shelf hardware, 
tools, cutlery, and hardware specialties in one of the largest cities in 
the United States, heavily populated surrounding territory. Room for 
unlimited expansion. Opportunity fer a lafge distributor to come into 
this territory and take advantage of a well developed trade of 10 years’ 
standing. Owner is interested in manufacturing several hardware items 
that requires him to devote all his time and capital. Address Box I-971, 
care of Harpware Ace, New York City. 


SALES REPRESENTATIVES WANTED 


Set Solid, Minimum of Five Lines.... 
l1-Inch Box Display.......... 
Four Consecutive Insertions, 10 Per Cent Discount 





coccccccccccccccccvcccs $3.00 








Sales Representative Wanted 


We have an attractive proposition in our line of chemically treated 
dust mops. A quality product that repeats. Choice territory in the 
east and middle west is available. Give all necessary information in 
first letter. 
ADDRESS BOX I-968, 
Care of Hardware Age, New York City. 





ome 
ee 











SALESMEN wanted calling on housefurnishing and hardware retail 
and department stores to handle a reputable line of sash cord and manila 
rope. Exclusive representation given and commissions paid promptly. 
Information desired as to references, experience and territory covered. 
Want one salesman for each of the following 4 territories—New Jersey, 
New York and Long Island, New England States, Pennsylvania. Address 
Box I-973, care of Harpware Ace, New York City. 





CLEAN CUT men now calling regularly on the trade to carry side 
line highest type rubber sundries used in repairing around homes, fac- 
tories, institutions, etc. Easily sold, 15% commission. MERIT PRODUCTS, 
7 E. 42nd St., New York City. 


ROPE SALESMEN WANTED—100 per cent pure Manila rope 15c. 
lb. basis. Fast selling side line, five per cent commission. UNITED 
FIBRE COMPANY, 82 South Street, New York City. 








ADVERTISING and Business Manager of the foremost Advertising 
and Business Building Service used successfully by retail hardware mer- 
chants all over the country, seeks connection with representative publishing 
house; will entertain proposition as advertising and sales promotion man 
from large retailer or jobber. Address Box I-945, care of HARDWARE AGE, 
New York City. 


SALES ACCOUNTS WANTED 


Set, Solid, Minimum of Five Limes...........00e0eeeee0e08 cece 
1-Inch Box Display......ccscccrcscccccce cbt wa ee be Sisal eee ewe 
Four Consecutive Insertions, 10 Per Cent Discount. 








SALESMAN, forty-three years of age. Ten years’ experience covering 
Hudson River Valley for Hardware, Housefurnishing, Sporting Goods and 
Toy house. Seven years with present firm. Employed at present but 
desires change. Also several years specialty line. Can furnish best refer- 
ences. Addrss Box 1-952, care of HarpwAreE Ace, New York City. 


EXPERIENCED hardware and housefurnishings man seeks permanent 
business connection. Have had my own successful retail store and have 
also sold both goods and services to retailers. Live wire on selling, adver- 
tising, display, etc. Married and have three children. Can offer 
worthwhile references. G. DUNCAN MacLEOD, 680 Warren St., 
Brooklyn, N. Y. 


YOUNG MAN, age 24, with five years’ experience. traveling Ken- 
tucky, Alabama and Tennessee, for well known manufacturer of farm im- 
plements, desires position with a well known jobber or manufacturer. 
Available October 1. Can furnish best of references. Address Box I-962, 
care of HAarpware Ace, New York City. 











MAN with twelve years’ experience and having a large personal follow- 
ing in Hardware, Paint and Housefurnishing stores on Long Island desires 
position as salesman with manufacturer or large jobber in this section. 
Employed at present but wishes to make a change. Address Box I-969, 
care of Harpware Ace, New York City. 


HARDWARE MAN of twenty years’ experience in the wholesale and 
retail hardware business desires a change. Forty years of age, honest, 
sober and industrious. Capable of holding a position of trust and can take 
charge of men. Will furnish best nf references. Address Box 1-941, care 
of Harpware Acer, New York City. 


RETAIL Hardware Man, 15 years’ experience Shelf and Builders’ 
Hardware, tools and paints, desires a permanent connection in or near 
New York City. References. Address Box I-926, care of HArpware AGE, 
New York City. 


POSITION WANTED-—Salesman, age 33. married. six years’ experi- 
ence in retail hardware store and six years’ selling to the retail trade. 
Wishes position with wholesale house or manufacturer. References furnished. 
A eae gt aa confidential. R. F. FRAAS, JR., 2894 Grand Concourse, 

ronx, 














COMMISSION LINES WANTED 


Live-wire manufacturer’s agent, with up-to-date sample room and capable 
staff, established for a number of years, desires one or two worthwhile lines 
for the following territory: Metropolitan New York, New Jersey, and Phila- 
delphia. Well acquaianted with buyers for wholesale hardware, woodenware, 
and housefurnishing houses, syndicate 5e. to $1.00 and chain department 
stores. Address Box 1970, care of HARDWARE AGE, New York City. 














NATIONALLY known salesman and merchandiser desires to represent 
a manufacturer of tools, cutlery, hardware and household specialties, toys, 
auto-accessories; commission basis; Pacific Coast territory, California, 


Oregon, Washington. Wants merchandise for distribution through job- 
bing houses, department stores and large retail channels. Good financial 
rating. Can furnish A-1 references as to qualifications and character. 


Services from January Ist, 1931. Address Box I-963, care of HARDWARE 


Ace, New York City. 





MANUFACTURERS Sales Agency. A selling organization represent- 
ing four manufacturers of hardware and builders’ lines for 15 years is 
in a position to take on an additional line going to jobbers, department 
stores and similar outlets. Have specialized in the introduction of builders’ 
hardware specialties through architects and builders. Prepared to carry 
small service stock and to make attractive ground floor sales display. Very 
highest references. Address Box I-972, care of Harpware Acre, New 
York City. 


POSITION wanted to represent manufacturer of hardware lines in 
Indiana and Kentucky. Have had 12 years’ experience calling on Job- 
bing and Retail Trade in this territory. Travel by auto. Consider salary, 
or commission and drawing account. Address Box I-974, care of Harp- 
warE AcE, New York City. 


I AM a working factory agent and do at present_handle only one short 
line. I call on Jobbers and Department Stores in Pennsylvania and _prin- 
cipal points of South Eastern States. I can give one additional good line 
active and efficient representation. Must pay well for real work. Address 
Box 1-967, care of Harpware Ace, New York City. 
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THE ADVERTISERS INDEX 


is 


published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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Your trade «i 


want it because it is 
preferable— 


You will want to push 
it because it is 
profitable! 


SAVAGE 
Model 23 A 


World wide demand and 
volume production 
make possible value 
never before of- 
fered at the price 
—$18.50 for a 
genuine .22 
caliber Savage 
Repeating Bolt 
Action Sporter. 














S porter 


RETAIL $18 50 


PRICE 


The all-purpose Sporter 
for all small bore shooting, 
and all seasons. Model 23A 
has the same barrel and ac- 
tion as the record-making Sav- 
age N.R.A., fitted with special hunting 
stock. 23-inch round barrel. One- 
piece stock and forearm of American 
Walnut, finished in rubbed varnish. 
Rocky Mountain knife blade, front 
sight, flat top elevator adjustment rear. 
Safety at rear of receiver can be oper- 
ated by hand in firing position. Five 
shot detachable box magazine. Cham- 
bered for .22 long rifle cartridge. 
Weight 6 lbs. 
Stock up for fall and winter business 
NOW! Address your jobber or 


SAVAGE ARMS CORPORATION 
UTICA, N. Y. 





The Weather Doesn’t Matter 


ne We have told you 
‘ how Slipknot 
rae | Friction Tape 
oon cae withstands hot 
rove CTION weather—it also 
Wane) withstands cold 
weather just as 
well—never dries 
out. 





Its great adhe- 
siveness is the 
reason it holds 
Customers as 
strongly as the 
article to which 
it is applied. 


Sales constantly 
increasing. Good 
Profit. 


Put up especially for the Hardware trade 
in 1, 2, 4 and 8 ounce rolls in Orange and 
Blue packages. Attractive Counter Dis- 
play Carton for one ounce and two ounce 
rolls. 


SOLD THROUGH JOBBERS 


Also manufacturers of Rubber Heels and Composition Taps 
RUBBER BANDS “DIME ASSORTMENT” DISPLAY CARTON 


Plymouth Rubber Company, Inc. 
1000 Revere St. Canton, Mass. 











a ae. Spear- 
2 ee) Cap 


Opens and 
Reseals Milk 
Bottles 


Doesn’t Spill 

It “Spears the Cap” on the bottle 
and a quarter turn removes the 
cap without splashing or spilling 
a drop of cream or milk. 

Also acts as a sanitary cover until 
milk is consumed. 


Spear-Cap Is Sanitary y 









NEW Way fi 
After opening the bottle the j 
housewife lays the Spear-Cap 
down with the paper cap at- 
tached which is protected by 
the deep edge of the cap 
shell, Nothing comes in con- 
tact with it. When through 
using milk, re-seal the bottle 
with Spear-Cap. 

Spear-Cap is made of Alumi- 
num with Nickel-Silver spear. 
Never corrodes. 

Approved by Good House- 
keeping and Tribune Insti- 
tutes. Retails at 10c, $14.40 
per gross. Costs dealer $9.00 
per gross. If your jobber 
cannot supply you—write us 
for SAMPLE and prices. 


R. E. MILLER, Inc. 


3S Pearl Street, New York City 
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Protection at 
Every Price!” 


Cutter-proof, file-proof, saw-proof Hurd locks now run the entire 
price range. There is even a Hurd lock, absolutely and actually cutter- 
proof, saw-proof, file-proof, at as low as 50c. 


Then there is the 75c lock, the famous $1 lock, and so on up to the 
splendid unbeatable Hurd lock at $3.50. 


It is easy to understand, therefore, why hardware men sell so many 
more Hurd locks. With the Hurd protection features extended to 
even the lowest priced lock, Mr. Customer never goes out unsold. No 
matter what his financial status, there’s a Hurd lock he can buy. 


That means maximum profit for YOU. 


E. P. Hurd, Lock Builder, Detroit 


Branch Offices 
PORN TNR 56 aie scenes seveceswenes 104 Walker St., New York City 
W. L. Pluck Lakeview, Ohio 
AE RGS Es. MWR 6 055.06 66 awd coe tose 703 Market St., San Francisco; Cal. 
Ben B. Weldon 711 Mutual Bldg., Kansas City, Mo 
Malone, Wheless Co........... 2022 Columbia Road, Washington, D. © 
Richardson & Bureau. Ltd., 129 St. Peter St., Montreal, Que 


Export Office 


American Stee) Export Co.. 535 Fifth Ave.. New York. N. Y 
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NOW OFFERS A COMPLETE LINE 
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The blade with 
the star on the 
end. 








The Mark 
of Quality! 


The STAR trademark has identified STAR quality for 
more than fifty years. 


Today STAR HACK SAWS and BAND SAWS are pre- 
ferred by the metal working industry... . they have an 
established prestige . . . . they are sold by the better 
hardware dealers . . . . they always produce satisfied 
customers .. . . and they outsell all others. 


You can be assured of quicker turnover and greater 
profits by selling STAR saws. 


Order from your jobber. 


CLEMSON BROS., Inc. 
MIDDLETOWN, N. Y. 











